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OUR commercial department will be prosperous and your 
customer will be made happy by you selling him the 


OFELDT GAS-FIRED STEAM BOILER 
which produces STEAM IN 4 MINUTES 
You have large numbers of steam users in your town. Every one is a good prospect. 
Start the new year right and get after them! 


TH OFELDT GAS-FIRED BOILER CO., Inc., Nyack, N.Y. 


—¥ Makers of water tube boilers for twenty-five years 
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Is the street main large enough? 

Is the house service large enough? 
Is the gas meter large enough? 

Is the flue opening large enough ? 
Is the water pressure high enough? 


All these conditions need not be investigated when 
selling a Kompak Automatic Water Heater. 


You can always 
install a 


THE KOMPAK COMPANY 
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Condition of Gas Field Makes Possible Now Active 
Campaign to Sell Gas Consuming Appliances 


Time Has Arrived When Invasion of Gas Field Must Be Combated—New Rates Will Allow 
for Gas Companies to Add Outlets for Their Products 


(By Special Correspondent ) 


uring the past eighteen months or two years gas 
companies generally have tried to avoid so far as pos 
sible the sale of appliances that would add to the gas 
consumption. This was done because of the fact that 
every additional foot of gas sold meant an additional 
loss to the company. Within the past few months 
however, according to the best reports obtainable, this 
condition has changed and now we find companies add 
ing to their manufacturing facilities and planning so 
that every need of their consumers will be cared for. 

One of the great needs of the average household is 
to have good appliances that will fulfill their duties in 
an economical way. With companies ready and willing 
to supply these appliances consumers are once again 
turning to gas as the logical fuel. 

here are many successive steps in the sale of appli 
ances to the average consumer that are well worth 
analyzing. 

First and most important of all of these perhaps is 
the decision on the part of the company as to whether 
these appliances will be sold at cost to the company, or 
even at a loss or whether the appliance department will 
be made self sustaining and even looked to to supply a 
profit on the business. Numerous gas men whom the 
writer has discussed this phase of the situation with 
are of the opinion that the appliance department should 
he self-supporting in every way. They base their con 


clusions on logical enough reasons. 
SnouLtp PRoFIT ON APPLIANCE SALES 


“In the first place even with the new rates that we 
are getting,” stated one operator of a large company, 


“we are not Foing to make a great deal of money Cut 
fixed charges and perhaps a 6 or 7 per cent dividend is 
the best that we can figure to get. Now if, in ow 


anxiety to sell gas, we are willing to put out appliances 
at cost to us then we have handicapped the company 
because it will first have to overcome a loss before it 
can begin to show a profit. Some will argue that this 
should be taken into consideration in fixing a rate but 
T do not agree. Why should one consumer be forced 
to pay a higher rate for gas in order that his neighbor 


might be supplied with the latest type gas range’ It is 
my belief if a consumer wants a gas range or other ap- 
pliance he should be willing to pay a fair rate for it. 

“All of the costs of the department should be figured 
in arriving at the selling price and then when every pos- 
sible item has been set down there should be added a 
reasonable profit. If this is done then the business is 
going to be healthy from every standpoint.” 

Other gas men pointed out that they had begun 
making the appliance sales department profitable several 
vears ago when it became impossible to make any money 
by the sale of gas. 

“T had two reasons for doing this,” declared one man. 
“First, I told the consumer that I was trying to make 
some money on the sale of the appliance because I 
wanted him to know the straits in which we found our- 
selves. This was one of the best methods I ever found 
if convincing the consumers that we were entitled to 
increase our rates and we turned many former Oppo 
nents into stanch friends by means of this. Now the 
second reason I had in making this department a source 
of profit was to discourage possible buyers. For in 
stance, a man would walk into my office and insist that 
he wanted a gas range. I would show him a high- 
priced range and then I would tell him what the price 
had been before the war. He would at once remark 
the difference and that would be the opening that | 
sought. I would tell him why the price had been ad 
vanced, what our difficulties were, and if he was at all 
reasonable I would make a friend for the company in 
short order. 


“We have never considered changing this practice 
and we find that it works out very successfully. In 
place of having to face a deficit each month from the 
sales department now we find that it pays for itself 
and it has become a mighty important branch of our 
company. 


OUESTION OF MAINTENANCI 


[laving once sold the appliance to the consumer there 
is the question of maintenance of the appliance on the 
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consumer’s premises. Here also comes the question of 
charging. 

Work on consumers’ premises, such as regulating ap- 
pliances, placing new parts, etc., has long been a mooted 
question. Some argue that the original price should be 
sufficiently large to cover the cost of maintaining the 
appliance for a period of at least a year, while others 
are in favor of a minimum charge for all work done on 
consumers’ premises, plus the cost of any parts that 
may be used. One company in particular enforces a 
charge of 50 cents for each call that is made by the 
repairman whether the call is for adjustment of appli- 
ance, the locating of a leak in the connections either of 
the appliance or of the meter or is for the cleaning and 
replacing mantles. This has been in effect for the past 
two years and according to officials of that company has 
worked out very satisfactorily. 


Has Minimum CHARGE 


“When we first announced this minimum charge there 
was a great deal of protest from our consumers,” he 
stated. “Many of them came to our office and declared 
that they would not stand for such extortion. We told 
them that we did not make any money onthetransaction ; 
that as a matter of fact the 50 cent charge was simply 
put into effect to eliminate so far as possible the many 
unnecessary calls that we had previously been required 
to make. For the matter of about one month we re- 
ceived comparatively few calls, then they began to 
resume and to-day we are handling about the same 
number of complaints that we formerly did but with 
this exception: the present calls are made by those 
who have old appliances in use. When we find this 
condition existing we have a salesman call on the con- 
sumer. He explains the difficulties and then offers to 
sell a new appliance, and remit the charge for the re- 
pair. This has helped to increase our sales wonderfully 
and has helped us to remove a source of complaint that 
formerly appeared to be endless.” 


Is In REPAIR BUSINESS 


Another gas company has gone in the business of 
repairing appliances and has carried on an extensive 
advertising campaign calling attention to this service. 
This company declares that this is a source of profit in 
itself as well as leading to a great many sales. 

Most of the gas companies whose officials the writer 
has talked with recently are in favor of charging for 
the parts used in repairs but they are hesitant in asking 
pay for the work done on consumers’ premises. This 
is a feature that requires a great deal of thought on the 
part of an executive before any decision is made, for 
local conditions are the deciding factor after all. 

The invasion of the home by the electric companies, 
particularly with reference to the sale of appliances, 
has long been a subject for thought on the part of the 
gas company « fficial, and it must be admitted that those 
in the electric field have carried on a vigorous campaign 
in their efforts to add to the number of devices that 


will use “juice.” 


Use or DEALERS 


One of the methods used by the electric field has 
been the establishment of dealers in everv conceivable 
] x ] 

i 


ocation who will not only wire a house but will then 


equip it with every possible electric contrivance that 


can be thought of. Every dealer is a booster for elec- 
tricity and they carry on campaigns of advertising with 
the sole object of creating sales for these lines. 

Why has this condition come about? Simply because 
a dealer is sure to receive the co-operation of the com- 
pany in his campaigns and because he knows that the 
company will not sell the appliance at cost in order to 
get the business on its books. He knows that the com- 
pany will insist on getting a fair return on its invest- 
ment and in many cases he is able to undersell the com- 
pany because his overhead is not so high. And the com- 
pany doesn’t worry greatly that this condition exists, 
because after all the dealer is helping to play the com- 
pany’s game. 


CONDITION PosstBLE IN GAS FIELD 


Just as this condition is possible in the electric field 
so is it possible in the gas field. Where is there any 
nore logical place for a water heater, a room heater 
or a gas range to be offered for sale than by a plumber? 
True enough, most plumbers are poor storekeepers and 
in many cases they have no facilities for storing or dis 
playing their wares. But there are still the hardware 
stores as a logical outlet. These stores, by the way, 
according to the proprietor of one, have more callers 
per day than any place of similar size. Whenever it is 
impossible to find a needed article elsewhere it seems 
that the ordinary person turns at once to the hardware 
dealer. And nine times out of ten they are able to find 
just what they need. 


Usk oF HARDWARE STORES 


For a number of years hardware stores have been 
displaying and selling mantles and open flame burners 
and small room heaters but they have not engaged to any 
great extent in the sale of the larger gas consuming 
appliances. Why? This can be answered in a few 
words: Whenever an appliance manufacturer has ap 
proached a gas company with a request to be allowed 
to sell to the hardware man they have at once declared 
against it and have been emphatic in asserting that the 
manufacturer would be apt to lose their business if he 
attempted to find an additional outlet for his article. 
There can be no more shortsighted policy, for in place 
of having the dealer as one who is vitally interested in 
the welfare of the company he feels that the company 
has assumed an independent attitude and that it does 
not need him in any way. 

There is another important point to the situation that 
must not be overlooked. There are many appliances 
manufactured that gas companies cannot carry in stock 
simply because of the amount of capital that would be 
tied up. Dealers, on the other hand, can carry a small 
stock and include in it a variety of appliances that gas 
companies can indorse. Those appliances which are 
not adaptable for use in the territory served by a com- 
pany can be more effectually shut off because the deal 
ers will not carry them if the gas company opposes 
them, particularly if he is allowed to carry some line 
that has the backing of the company. 

There are many more points which could be dis 
cussed in connection with the sales department of any 
company but space will not permit enumerating them. 
The principal idea at the present time is for gas com- 
panies to decide on a policy and then stick to that 
policy to the end. 
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Getting the Local Retail Dealer in Line with the 
Gas Company One Method of Increasing Sales 


Plan for Distribution of Appliances That Are Used in the Electrical Field May Well Be 
Applied to Our Industry 


[he recent growth of the application of electricity in 
the home is not due, as one might have it, to the greater 
adaptability of electricity to the power and lighting 
problems of the home but to the better organization of 
the sales activities of the electrical industry. ‘he elec 
trical industry has called to its aid as distributors not 
only the electrical engineering store and large display 
stores arranged by the electrical lighting companies, but 
it has in recent years even made use of drug stores, 
grocery stores and other similar establishments for the 
sale of lamps and electrical lighting and heating equip 
ment. The gas industry cannot expect to combat the 
influence of such a sales campaign carried on by a large 
number of individual distributors by any ordinary 
means. It will have to carry its sales efforts into the 
camp of the opponent by duplicating his organization 
and allying with itself retail distributors in the same 
manner as it has been done by the electrical industry 
The local hardwareman, the plumber, the lighting fix 
tures dealer, all are as much interested in the sale of 
gas fixtures as they are in the sale of electrical fixtures 
and, given a demand, they will carry them just as 
readily. 

Hence the gas industry might very well consider how 
it can expand its sales field by the use of such retail 


stores. 
RerArL Stores Herre to MAKE GAS FIXTURFS KNOWN 


Here is the case, for instance, of a young salesman 
of a gas company in a large city in the Fast, who was 
told by his sales manager to set out for himself in quest 
of customers for a gas iron. The iron was good, it was 
not excessively heavy, and it was a very economical 
gas consumer. But our man found it difficult to sell 
whatever he tried, because the consumers had taken to 
using electricity more generally than gas. It became 
clear to our man that he would not be able to sell his 
irons unless he could get his customers also to realize 
the advantages of using gas for lighting. 

After having tried a few days in vain to make good 
he took a line of incandescent burners along with the 
iron to introduce them to his customers. He found 
that the article was entirely new to most customers who 
in nearly all cases did not know gas but from the angle 
of the old-fashioned open burner. They had not seen 
tne incandescent burner, upright or inverted, because 
nobody had shown it to them. No wonder thev had 
dropped gas lighting and the gas fixtures in their homes 
were more or less a nuisance, only to be used when the 
fuse had blown out. The way once shown, it became 
clear that it would be necessary to familiarize the mar 
ket first with modern gas lighting. But there were sev 
eral obstacles. Qe was the lack of a suitable show 
room in the neighborhood, the other was the use of a 
great number of slot meters, which latter excluded the 
use of the monthly bill as an advertising medium. The 


company, therefore, decided to attack the customer by 
way of the hardware dealers in the district. 

Several reasons were in favor of this decision. One 
was that the goods had to be in easy reach of the cus- 
tomer, the other that it would be necesasry to have the 
hardware dealer as the friend of the gas company. The 
hardware dealers in consequence were approached and 
the plan, after having been introduced, worked very 
well. 

Interesting the hardware dealer in the sale of gas 
applan "eS 1S certainly a very wise step to take. There 
is, for instance, the case of a little lighting fixture in- 
troduced some time ago by one of our biggest gas com- 
panies. This article was sold originally on an install- 
ment plan, men being sent around to the houses to sell 
the article and to install it at the same time. The price 
was not very high and the lighting results were better 
than anything obtained so far by electricity or even 
other gas lighting appliances. Three small gas mantles 
were necessary for its use and in the beginning every- 
thing went well. To-day, after only four vears, most 
of the fixtures installed originally are not any more in 
use. The appliance still is connected with the gas out- 
let, the globe is in place and the apparatus might be 
used as readily as ever. But one of the little mantles 
broke and with one of the mantles gone the two others 
are of no use. A new mantle would have to be fixed 
and this mantle is obtainable only directly from the gas 
company as they are not carried generally by the stores. 
It takes too much time for anybody under present con 
ditions to walk a mile or more to get one of these 
mantles, only to find that the same procedure has to 
be repeated two weeks later if another should break by 
accident. So the whole appliance is discarded. Not 
only does it remain in the house as a monument to the 
inetficiency of the gas companies but it stops effectivelv 
a gas outlet that at least might be used as an open burner. 
If this particular appliance would have been introduced 
originally by the hardware stores and if the mantles at 
least would now be sold by the hardware stores in easy 
reach of the consumer these appliances would be in use 
everywhere and would actually put electrical lighting 
out of business. As it is, a great opportunity was lost. 


GETTING AT THE MIND oF THE RetaAtt DistriputTors 


The manager of a Western gas company has had 
under consideration recently the problem of getting 
the hardware dealers and other retailers in line with 
the gas company for the sale of gas fixtures. Having 
recognized the importance of the co-operation of these 
retailers he invited the biggest of them tor a luncheon 

discuss the matter. When asked why they were not 
interested as much in the sale of gas fixtures as in 
that of electrical fixtures a number of explanations were 
forthcoming. ‘““There was not sufficient demand for gas 
fixtures to make it worth while to carry them; the loss 
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gas fixtures through storing was larger than in the 
case of electricity, owing to the reason of smaller de- 
mand. The demand being small the gas company’s own 
stores were covering it practically exclusively, making 
an undesirable competition to the hardware men’s trade. 
The gas company, making the principal installations, 
the demand was coming first to the gas company and 
the hardware dealers could not make sufficient on the 
running supply business to make it worth their while.” 

These are the objections that have been raised in 
practically every community where the problem has been 
approached seriously and it is interesting to note how 
they have been met with under varying conditions. 

Of course, there is always the great problem of in- 
sufficient demand. The hardware dealer when taking 
up any line of lighting fixtures, is not swayed by the 
same sentiment as the gas company. He does not care 
whether he sells gas or electric fixtures, so long as he 
makes a sufficient turnover on either; but he cannot be 
expected to carry a large selection of goods for which 
there is only a limited demand. So a demand neces- 
sarily must be produced for gas fixtures, before the hard- 
ware men can be interested in their sale or they must 
be assured that such a demand will develop as the result 
of some action of the gas company. There is no better 
means of bringing about a demand for gas fixtures than 
by making the public acquainted with what can be done 
for the gas consumer in this respect. One can safely 
make a wager, taking 1,000 gas consumers in any city 
of the United States, that at the best only one knows 
of the existence of pneumatic lighting appliances, that 
there are more than 500 who have only an imperfect 
understanding of the working of incandescent lighting 
fixtures and that just as many have no idea whatever 
that one can buy artistic lighting fixtures for gas 
lighting 

While the mail seems to bring me practically every 
month one alluring invitation to purchase a certain elec- 
trical fixture, I have been a gas consumer for the past 
six years, using a number of gas lighting fixtures with 
out having found ever any sort of encouragement from 
the gas company. My case, of course, may be excep- 
tional but there is no doubt room for educational work 
in support of the sale of gas appliances. If there is a 
demand the hardware dealer must fill it and he is too 
good a business man to fail in this respect. 


ARI 


\ larger demand for 


the objection that a 


DEALERS AGENTS OF Gas COMPANY 


gas fixtures will do away with 
iparatively large loss is entailed 
by carrying owing to the smaller demand. 
Put the vill have to take more effective 
steps to secure the hardware dealers against this danger 


There is 


com] 


gas fixtures 
gas companies 


1 very excellent example, how this can be done 


etfectively and economically. This gas company, which 
supplies a well-known industrial field, has made ar 
rangements with the hardware dealers of its distribu 
tion field to carry all the more urgently needed supplies 
as chimneys, mantles, burners and _ parts \lso the 
hardware dealers are induced to carry lighting fixture: 
such as brackets, etc. These goods are carried under an 
arrangement with the gas ompany. lhe gas company 
does not bind the hardware dealer as to the make of any 
appliance or article of supply he desires to carry, and 
he can, if he wants, make any special arrangement with 
a manufacturer of these goods If he wishes to deal 


with the gas company, however, he can do so and the 


gas company then will supplv him with general sunplies 


upon a sales or,consignment agreement, the accounting 
to be rendered every month. The company sees to it 
that the store is well supplied with all supplies and car- 
a small stock of better class fixtures. When- 
ever the dealer runs out of any article he can get it 
practically at a moment’s notice from the gas company. 
There are variations of this arrangement. 
percentage of profit is permitted to those dealers who 
buy the goods right out. But in each case the gas com- 
pany sees to it that the dealer remains well stocked, as 
it is necessary that all minor supplies should be obtain 

able at any hardware store in the city by everybody who 
may require them. 

Competition made by the gas company is a leading 
grievance and a great obstacle in getting the support of 
the hardware stores. No doubt there is some cause for 
complaint in the smaller cities, especially as the gas 
companies frequently sell cheaper than the hardware 
dealers and consequently attract the business. In one 
city this has led to an agreement between the gas com- 
pany and the hardware dealers which seems to work 
very well. When the problem arose it came up in the 
form af a complaint of the hardware dealers who had 
been handling gas fixtures in the past. The gas com- 
pany put in a rebuttal stating that it had taken up the 
sale of gas appliances in its own showroom only after 
it had found that the hardware dealers had not given 
the company sufficient support and had been selling at 
too high a profit. The gas company stated also that it 
had no individual interest in the sale of appliances as 
long as the public was well catered to. As it was im 
possible for the gas company to give up its own sales 
room an understanding finally was brought about where- 
by the company undertock not to sell directly to the 
public but to hand the customer over to any hardware 
store in his neighborhood, provided the hardware deal- 
ers would not sell the fixtures at a higher profit than 
that agreed upon. This arrangement is said to have 
worked well, but there is some doubt whether it can be 
made workable in every instance. 

This plan, by the way, has been extended in some 
cases to a point where the gas company has practically 
retired from the business of selling gas appliances. An 
example is offered by many of the older English gas 
company charters which confine the rights of the gas 
companies only to the production and sale of gas, in- 
cluding the laying of all 
of consumption. 


ries also 


So a larger 


the gas conductors to the point 
The result is that the gas pipes inside 


g 
the houses are all laid by the gas comp while the 
actual outlets and the burners must be supplied by 
somebody else. As the old English laws make every 
thing that belongs firmly to the building the property of 
the ground-lord, the gas companies he r 
nly as far as the me hile the side piping belongs 

he owt of the house The | hting ixture re 
nstalled by the local hardware dealers This has no 
doubt many disadvantages but it h e great advan 
tage, because it has produced a set « is installation 
engineers who work fi I hard re men and |] € per 
sonal interest th { the. h Id be kept b \ They 
therefore, see that the houses are well supplied 1 gas 


All repairs of the fixtures are done by hard 
This charter is modified in several instances 
r as it gives to the 


fixtures. 

ware men 
in so fa 
handle the more expensive cooking and heating fixtures. 
Te evade the strict conditions of the charter it has be 


come necessary, 


gas companies the right to 


however, in some cases to rent out 


cooking fixtures merely instead of selling them 
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HARDWARE MEN Protect INTEREST OF GAS COMPANIES 


‘the interesting feature of this development in the Old 
\Vorld is that the hardware men have taken the gas 
company more or less under their protection. It is an 
older institution than the local electrical plant and there- 
fore has public sentiment on its side. The hardware 
men themselves see to it that the customers find all the 
new lighting appliances, and the cases where the gas 
company loses a customer in favor of electricity are 
comparatively few. Whole rows of houses in London, 
for instance, are still lighted with gas. 

The principal thing m inducing the hardware dealer 
and other retailers to take up the sale of gas fixtures and 
help in this way to retdin the domestic business of the 
vais Company and expand it, where this can be done, is 
always to make the sale of gas fixtures profitable to the 
bardwareman. Everything that is profitable is also 
attractive and where there is a demand the supply will 
soon come forth. The gas company must increase the 
demand and it must take care to direct it to the hard- 
ware dealers. It can do so by advertising gas fixtures 
and by reducing its own competition to the least pos- 
sit-lie minimum. The plan followed by one gas com- 
pany, to hand over its showroom to the leading hard- 
ware men of the city to use it in turn for one week each 
for the sale of gas fixtures is not a bad one. 





But no plan, however useful it may prove in one 
vicinity, fits every locality. 
The retailers may be ready enough to handle the 


minor supplies, as mantles, etc., but may not like to sell 
the more expensive fixtures. What prevents the gas 
company from handing over this part of the business to 
the hardware men as long as it is well taken care of and 
confine the activities of its own showroom to the sale of 
the more expensive lighting fixtures and cooking uten- 
sils ? 

Where there is a will there is a way. The hardware 
men are willing to do the business of the gas company 
and some means of co-operation will be found in each 
case that will protect the interests of the gas company 
in the expansion of gas consumption and give also a 
reasonable share of the equipment business to the hard 
ware dealers and other retailers that are suitable for 
that purpose. What about interesting the local build- 
ers and contractors in the sale of gas fixtures? This 
will be a great inducement for laying gas connections in 
the houses as well as wiring it for electricity. The con- 
nection once made, it is only a matter of giving the con- 
sumer good service to make him a customer but it takes 
a great deal of persuasion to have a man going to all 
the trouble of making a pipe connection where it is not 
already provided. 





Making Customers Like You Is First Essential 
in Successful Selling 


In Order to Score a Hundred-Point Success It Is Necessary That Friendly Feelings Be 
Developed for You as Well as for Goods, Says Writer in Analyzing Sales 


By FRANK FARRINGTON 


If you are going to be successful in selling, it is im 
portant that you make buyers and possible buyers like 
vou personally. It is not enough merely to keep them 
from disliking you just because you do nothing to affect 
them disagreeably. You need positive action rather 
than merely negative action. 

Of course, you want to make people like your goods, 
but if you are going to score a hundred-point success, 
vou should make people feel friendly toward you as 
well as toward what you sell. You cannot get a full 
opportunity to make people like the goods unless they 
like you or feel agreeably disposed toward you. 

The value of the quality of what you want to sell a 
man is in no way dependent upon his liking you, but 
his willingness to listen to your selling talk, and even 
his disposition to buy will hinge to some extent upon 
his friendliness toward the salesman. 


Hetps in MAKING SALES 


Making customers like you gives you the chance you 
want to make them like what you have to sell. Making 
them like you predisposes them in favor of what you 
have to sell. A good personality counts for more than 
we realize and it will offset any disadvantages in loca- 
tion, equipment and stock. 





When you meet a prospective purchaser whose feel- 
ings toward you are known to be friendly, you feel 
sure of a favorable reception for what you have to 
say about your line. The customer who likes you lis- 
tens to your selling points without an inclination to 
doubt or distrust you. 

\What chance have you of making important sales to 
a man who dislikes you?) What is your chance of get 
ting and keeping the business of those who are neutral 
and care nothing about you one way or another? These 
neutrals are likely to have friends elsewhere against 
whom that neutral feeling toward you will not pull 
successfully. Any man or woman who has no feeling 
about vou will be drawn toward someone else for whom 
there is a friendly feeling. 

It is not my idea that you want to develop intense 
friendships with every possible customer. What you 
want to arouse is a friendly feeling and that in turn 
will tend to bring about such a friendship as people 
feel for those with whom they like to do business 


Many of the people you meet in a business way are 
people you never see outside and you have nothing in 
common with them, but you can still make them like 
you. 

It is all very well to say that buying and selling is a 
strictly business proposition and that the purchaser is 
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going to when and where the best values are 


offered, that he will not accept poor values just because 
That is true to a 


buy 


they are offered by someone he likes. 
The fact 
people will patronize those whom they 


certain extent. remains that, everything else 
being equal, 


like. And they 


even 1f everything else lacks something of being equal 


will patronize those whom they lke 


You probably know stores where you or some members 
1 spite of the fact that other stores 
you like holds 


of the family buy 


are better in some respects. The dealer 


your trade, some of it at least, in spite of his disad 


vantages. 
PRICE AND QUALITY A FACTOR 

Some purchasers pay closer attention to quality and 
price than others do. Some buyers think more of the 
dollars and cents involved than of the personality of 
the seller. That is right enough, of course. but there 
are those who go to the other extreme and buy from 
people they like, almost regardless of competitor’s 
values. 

So it is plain enough that it is going to pay well to 
make purchasers like you. To be a friend of a pros- 
eaitites buyer does give you an advantage you cannot 
aftord to discard, even though you do know yours is the 
best line of goods and the best store in the city. 

The first thing that is going to impress a_ person 
favorably or unfavorably to like or to dislike you is 
your natural manner, your first sight appearance. I 
will not begin back as far as your physical appearance ; 
clear complexion, clean shave, well combed hair, nea‘ 
hands and nails and linen. You know what is correct 
in such matters and you know its importance. By first 
influences I mean those exerted by an agreeable manner 
and such ease of address and conversation as may 
accompany the manner of any high class business man 
who takes time to be polite and agreeable though wast 
ing no time in non-essential frills. 

There are some customers who like to have a sales 
man stop and visit with them when they come in. They 
are in no hurry and they like to accompany: their pur 
chasing with visiting. Such people mav be humored 
as far as is possible without detriment to one’s work, 
but the breed should be recognized and classified. Mos 
customers like have buying expedited to thi 


end that they get it done in the least possible 


their 


time 


Must CREATE FAVORABLE IMPRFESSIO? 


7 7 ‘ o P 1 Pa 1 11 
[In meeting a custome vho 1s a stranger you shouted 


particularly cultivate a manner that will create a favor 


able impression. If you have an ingratiating wav with 
strangers, a taking smile, the manners of a gentleman. 
the t mpression of you cannot be unfavorable. If 
you youl elf have the manners of a gentleman vou 

I | € r h discs r h nart 


Study the men and women you meet to see just what 
it is in their manner tl creates in your own mind a 
feeling favorable toward them. You kn iat a dis 
like you take to si me p¢ ple ofth nd when first meet 
ing them Vhy do they affect you in that wav? Why 


do others arouse friendly feelings? Consider these 
things with a view to making your own personality 
create the favorable kind of an impression. There is 


no mystery about the cause of first impressions. You 
can figure it all out with a little thought. 

Whenever you find a person arousing in you at first 
acquaintance the friendly kind of feelings, see what that 
person’s qualities are that act in that way and see how 
you can reproduce them. Pick up manners and even 
mannerisms of the winning sort wherever you find 


them. You can develop the same sort of an expression 
or smile that aroused your interest when you first met 
some stranger; you can adopt phrases and gestures 


and postures. 

If your personality as it is now is not one to please 
newcomers and to make them like you, don’t give up to 
your shortcomings and say, “Oh, well, I’ve always been 
that way. It’s my natural way and I can’t help it.” 
You can help it, and you can change your natural way 
if you will try, and it is certainly worth while to try. 


SHow Favors WHEN PossIBLt 


Whenever there is a chance to show a customer a 


little favor, there is a chance to develop a feeling of 
friendliness. I do not mean to show one customer 
favors to the extent of doing better by some than by 


others, but little favors of the sort you can show 
customers, all customers. 

The better you know each customer’s individual situ- 
ation, financially, socially and otherwise, the better your 
chance of making yourself agreeable to that customer 
and interesting him in a general way. 

Those buyers whom you know well, whose acquaint 
ance is of long standing, may be influenced by the de- 

velopment of more personal relationships. You may 
have personal or business information for such people 
information they will be glad to get. You may even 
have a few words of interesting gossip = will make 
the conversation more intimate and help them to forget 
your competitors. And you always have the opportunity 
to inform yourself so well that talk interest 
ingly and intelligently about the sources of your 
their production. their ultimate uses. People like 
from salesmen who know all their line 


any 


you can 
goods 
to buy 
about 
RIENDLY FEELIN 


COMPLIMENTS DEVELOP F 


Anvt hing you can say that cOonvevs an agreeable com 


pliment irding the customer’s business or. social 
standing may operate to develop a friendly inclination. 
People like to be complimented and they cannot resent 
such compliments as vent the fault of bei tor 
ba eface | 

It ; nN | u ill ( 1 0 be ) r ed ] 

Inv pe ceptible to flattery I am not sure 
al an | — per ep f-4 
, only . ? ‘, ] we ae 
so th can ( | t pe 

esence 

We all have i eeliy 
le hit S » \ 1 \ ] | he is 

wel ] 1 m . es 1 
¢ ‘ 1] ] 
to the ; 

LItTLE THINGS CoUNT 
[t is a little thing in helping make people like you, but 


calling them bv name counts. When vou rreet a 
‘“(;ood morning, Mr. Hixon,” he cannot main 
(Continued on page 12.) 
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Gas Appliance Will Come to the Fore 


if the 


Prospective Building Boom Is Used 


Opportunity Knocks at Door of Industry if Advantage Is Taken of This Important Matter 
Now, Says Writer 


By JOHN WALTER 


Opportunity is knocking at the door of the manu 
facturers and dealers in gas appliances. Concerted 
action now by the entire field could cause the clec- 
trical men to sit up and take notice. 

There are thousands of homes in such cities as 
New York, Pittsburgh, Chicago and Philadelphia 
that are almost devoid of gas appliances simply be- 
cause they barely know of the existence of such 
things. 

Such a condition is deplorable, and the blame rests 
squarely with the gas field itself. Sales methods 
must be changed and, what is more important, the 
employees and employers must get back to that men 
tal attitude where they themselves believe in their 
product. 

Now is the time to inject a progressive spirit into 
the entire world of gas appliances. “Push” should 
be the watchword. Stock should be moved. And it 
can be done easily, for the consumers of gas are just 
waiting to be told what they should buy. 

The company man who “There is no 
need for me to try to push my article, for everyone 
knows about it” ought to quit the game. The con 
sumer does not know about anything that has 
dropped out of sight. 


Ras Says, 


PusBLic INTERESTED IN KNowN ARTICLES 


As a matter of fact, the public is interested only 


in the things which it knows about. If anyone 
wants a mantle, for instance, what does he ask for? 
Nine times out of ten it will be by name. The rea- 


son for this is obvious. Certain products have been 
dangled before the public eye almost since the first 
day gas made its appearance as an illuminant. 

‘Now, there are scores of wonderfully good gas ap- 
pliances, appliances that might even be money- 
savers for the consumer. But who knows about 
them? Who cares about buying anything that is 
not well known? Is it not true that the public will 
deliberately pass by an article, despite its good quali 
simply because it has not been properly pro- 
moted ? 

It is my firm belief that gas, instead of succumb 
‘ng to the onslaughts of electricity, is fast looming 
up again as a dangerous rival of the newer product 

If the gas appliance men would believe this too 
there would not be those thousands of homes in the 
larger cities devoid of their products. There would 
not be many new houses built without taking the gas 
industry into consideration. 


Ties 


Arcuitects Must Bre Sorp 


Architects must be sold on the proposition. They 
must be convinced that a house not properly piped 


cannot be a good home. They must be convinced 
that a house which is not built so that gas appliances 
can be installed without tearing the structure apart 
will lose a great deal of its sale value. 

There are many ways that the gas industry can 
bring this situation about. There are three major 
ways to do it. 

One of these ways is by straight advertising. ‘The 
gas appliance men know this, but their mental att1- 
is, “What’s the use?” They have not the confidence 
in their own products. They feel that their field 1s 
limited. And nothing was ever farther from the 
truth of the situation than this. The field is not lim- 
ited. I will prove my contention in this article. 

The second way is through the sales force. It 
should be the mission of these gentlemen to inject 
pep into the dealers. A great many merchants to- 
day sell both gas and electric appliances. These mer- 
chants, ] have found by observation, almost invari- 
ably try to sell an electric appliance whenever they 
can. It makes no difference to them whether the 
prospective customer is a user of gas as well as elec- 
tricity. The dealer feels that to be ultra-modern he 
must push the latter industry. He does not consider 
the fact that many gas attachments are not only 
more convenient to the housewife but also more eco- 
nomical to use. 


SALESMEN SHOULD DEMONSTRATI 


Therefore the salesman should demonstrate this 
phase of the game to the dealer. He should elim- 
inate from the dealer’s mind the notion that 
ranges are the only things in the gas line that the 
consumer should have. The sales forces know that 
this attitude prevails among the dealers, but they 
fear to do missionary work. Salesmen, drop that 
habit of being merely order-takers! Become sales- 
Now is the time. The building boom 
start. Be on the band wagon when the 
boom comes along, 

The third way to push the sales of articles, be 
they large or small, is through the showroom. I 
have seen many showrooms which instead of making 
me a prospective customer had the opposite effect. 


gas 


men again. 


a 
Wilt soon 


It is disgraceful but true. Instead of being flooded 
with the beautiful, mellow light of gas, some of 
these .s30ms were dingy and ill-smelling. Slight 


leaks were permitted to go unattended for weeks, 
and had a nauseating effect. Pipes and meters that 
had not been cleaned for years, apparently, were 
permitted to be in use, to show not the best that gas 
afforded but the very worst. 

There is no reason for anything like this. 

When an electric fuse blows out it is repaired im- 
mediately. The same care should be taken by gas 
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\Vhen the light is below the standard, due to 
should 


men. 
carelessness with the meter or the pipes, it 
be corrected. 

SuHowrooms CAN Be CHeERFU! 

Showrooms can be made so cheerful-looking that 
the appliances can be sold just through the psycho- 
al effect on the customer. 

Che lighting should be directed by an 
Chandeliers should be placed to the best advantage— 
not to-morrow but to-day. Lamps that are placed on 
sale should be displayed so that they will sell them- 
selves. 

Gas logs should be made alluring. Who is there 
that does not prefer a gas log to some other forms 
of heating? 

here is a great deal of space taken up in show- 
rooms to very little advantage. It seems to me that 
dealers could fit up a real living-room as part of 
their display and fit it out with the necessary fur- 
niture. In this room could be a desk with a desk 
gas light. Ornamental gas lamps could be distrib- 
uted in an artistic way. The fireplace could be of 
gas logs. ‘The heating should be by means of a gas 
appliance to make steam heat. This part of the 
scheme could be hidden and called to the guests’ at- 
tention by the demonstrator. 

In one corner of the room, or perhaps in an alcove, 
could be a miniature kitchen, its appliances consist- 


] 
1OL1¢ | 


expert. 


ing of such things as a toaster, a gas iron, a boiler, 
a range and other paraphernalia. 
Fretp Not LIMITED 

lo return to those who believe the field is limited. 
Do you not know that the gas industry is ready to 
be rejuvenated? Do you not know that by the 
proper handling of the situation right now the ap 
pliance industry could leap forward almost over- 
night? 

You have read in this article about the advisability 
convincing the architects and builders that they 
should install in every new house a complete piping 
system. 

They should go even farther than this 
take the place of every furnace in the larger . 
\Vhere there is no steam heat gas heating should be 
installed. Where a home is built and steam 
heat incorporated in the plans, there should be an 
auxiliary heating plant by gas. 

Every room should be considered by the architect 


Gas should 


cities 


new 


as a potential place for a gas-log heater. 
It is cheaper to heat by gas than 
cleaner. It is surer. 
[ spoke about the building boom earlier in this 
Will not you gentlemen of the sales forces 
Fight for your place. 
all’ of the 


coal. It iS 


article. 
put two and two together ? 
(et into the houses, 
through the architects. 


new houses, 


gas 








1085 Gas Lamps Installed in Providence School 
After Thorough Investigation 


Although Facing Hostile Opinion, E. W. Coit Succeeds in Winning Over Authorities to 
Mantle Burners 


By J. E. BULLARD 


When E. W. Coit took charge of the Welsbach Con than something cheaper though not at all averse t 
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pany store in Providence, R. 1., in Aug., 1919, shortly using a cheaper form of lighting if at the same ti 
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open flame burners satisfactory candle power. It was 
there decided by the Public Service Commission to 
approve a lower heat standard and a 
power. 


lower candle 


ScHooLts Prreep FOR GAS 

Now it happened that all the old school buildings 
of the city were piped for gas, were not wired for elec 
tricity and were equipped with burners 
Even before the standard of the gas was changed 
there was some complaint about the lighting of these 
schools. All the new buildings had been wired 
throughout for electricity and the lighting of the 
rooms in these buildings was good. ‘lhe contrast 
between these and the old buildings made the gas 
lighting seem even worse than it really was. 

[t is natural that this state of affairs would tend to 
incline the city officials toward electric lighting. 
When the open-flame gas burners gave even less 
light than they had in the past this tendency seemed 
to be developing into a decision. In the past the gas 
lighting had been bad enough, it was ruining the eyes 
of the children and these were mostly small children 
where it was used, and the teachers found a great 
deal of difficulty in doing work in the buildings after 
dark. But now after an open-flame gas burner was 
lighted it was almost necessary to place one’s hand 
over it and feel the heat in order to tell whether or 
not it was lighted. 


open fame 


Quick AcTION NECESSARY‘ 


Mr. Coit was quick to sense this situation and 
realized that without prompt action on his part there 
would be no competition between gas lighting and 
electric lighting. Only electricity would be at all 
likely to be considered. Accordingly he got into i1m- 
mediate touch with the city officials and began show- 
ing them the possibilities of gas lighting. He was 
able to interest them to such an extent that they were 
willing to give him an opportunity to demonstrate 
what could be done with gas \t the same time their 
past experience had been such as to make them skep 
tical rather than enthusiastic 


THOROUGH INVESTIGATIONS Map! 


Before going ahead and spending the large sum of 
money that would be required to wire all of the old 
buildings, however, it was decided to make a very thor 
ough investigation and this investigation was placed in 
charge of the public service en rineer who 1S a mar 
who had received most of his early engine ne training 
in the employ of a large manufacturer of electrical ma 
chine ind lighting equipment. The c: ns were 
certai O h that ¢ ighting could be expected 
to ¢ 1 ed. he « ine ] pre ed 
to | € ( 1 mal o believed | ing Io 
th ( 1 basing | por 
these The « f | Iso had ¢ confi 
dence rbil ind integrit 

e demonstration installations were made some 
of the school buildings and these were very carefully 
te The“ light was measured accurately with a 
photometer at the working plane in various parts of the 
rooms, the matter of maintenance, dependability, cost 


of installation, cost of gas and all other items were gone 


into with the greatest thoroughness. All the data se 
cured in regard to gas were carefully compared by the 
engineer with similar data obtained in regard to exist 
ing electric installations in the schools 

Experts were called into consultation. Absolutely 
nothing was left to chance, because if gas was to be 
used it was necessary to prove beyond a question of a 
doubt that it was the best illuminant to use for these 
schools. On account of the state of mind of those who 
had the power to vote the appropriation necessary it was 
no easy matter to prove this and no possibility of a 
mistaken judgment, or the impression that a mistake 
in judgment had been made could be permitted. 

The schoolrooms were equipped with side brackets 
and drop fixtures. After careful experiment it was 
found that the No. 2 reflex burner with a No. 688 mica 
cylinder and No. 847 opal shade, with by-pass and pilot 
equipment for the burner gave the best result in all 
respects. This equipment resulted in an average in 
tensity of illumination of three-foot candles on the 
working plane, the top of the desks being taken as this 
plane. It was also found that the quality of the light 
was entirely satisfactory. 

Such an installation was also found to be less ex 
pensive than any other that could be made that would 
give satisfactory results. It was very much less, of 
course, than an electrical installation would prove, 
especially at the present price of copper. The arms of 
the drop fixtures could easily be removed, the stem cut 
back to the right length, a pillar cock put on and the 
fixture and lamp put into place at comparatively small 
cost.- The side brackets proved satisfactory by simply 
fitting them with the reflex burner. 

The gas won out in the investigation on both a quality 
of light and a cost basis. Accordingly it was decided 
to equip fifty-two of the buildings of the city with the 
approved installation at once. These are all used for 
primary schools and are all old buildings. They have 
a total of 838 drops and 247 brackets which make 1,085 
burners in all 


WorkK Now Goinc On 


The work of installing these is now going on. There 
is every reason to believe that this order will lead to 
others for similar installations in other school buildings 
in the city where there is gas piping and possibly elec 
tric wiring as well. In any case it points towards orders 
from the communities outside of the city that are served 
by the Providence Gas Company \lready the city of 


Cranston, which adjoins Providence, is considering 
such installations in a number of its schools which have 
lready been properly equipped with gas lightir 
1 in the town of East Providence there art ! 
hool buildings hat are receiving ( r 10 
\1 ( 1 
h there Ss lirect ne betwe 
t office Gales , A Cancel 1 
t¢ ¢ de - 1 = 1 
‘ ere er it did i 4 : a? 
Che raci the se install n had ] 1 
e of the leading business men t 
Ye t] il Mr Ci it Was 1na pe it ie tT CSE 
osition that was worthy of consideration and 
eisier to gain the attention and considerati f +} 


city officials than would have been the case if all th 
gas lighting insta 


third rate. 


lations in that 


City Wwe} 
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Indianapolis Gas Company Carries Plea to Court 
of Public Opinion 


In Series of Paid Advertisements and Statements It Appeals to Its Public for Support as 
Calamity Threatens Community 


Events of much interest to the gas world generally 
have transpired rapidly in Indianapolis, since the Citi 
zens Gas Company—famous for its 60-cent gas for 
many petitioned the Public Service Commission 
of Indiana for relief through a 90-cent basic rate. The 
question of gas supply has been brought into the con 
troversy and the company has resorted to a series of 
paid advertisements in the newspapers, in which the 
company’s side of the situation is emphasized clearly. 

“Why should the gas company pay dividends to stock 
holders?” asks the company, in one such advertisement 
on the “Gas Rate Question.” In a former statement 
the company had shown that the maximum amount of 
dividends the company ever could distribute to its pres 
ent stockholders is $200,000 a year. 

“This is at the rate of 8.26 per cent on the capital 
which these stockholders have provided,” the company’s 
statement to the public said, and “it has been suggested 
that such payments might be discontinued to the ad- 
vantage of the community.” 

Then the statement goes on: 

“There are three reasons why such a policy should 
not be adopted: 


years 


THE MoraAt REASON 


“Several thousand persons were induced to put their 
savings into the stock of the gas company in order to 
secure for their community cheaper gas and to provide 
a public utility that could not be exploited for the ben- 
efit of selfish private interests. They agreed to the un- 
usual limitation on the distribution of profits, so that 
any profits in excess of a very moderate return on their 
investment should be used to improve the facilities of 
the company for serving the public or in reducing the 
price of gas, while their property itself should eventually 
pass to the city. 

“From every moral or sentimental point of view it 
must be conceded that these people are entitled to divi- 
dends on their stock; and the directors of the company 
will never withhold them when it is reasonably possible 
to pay them. 


Tue LEGAL REASON 


“While courts are always disposed to sustain boards 
of directors in actions which appear to be reasonably 
prudent, they could not be expected to sustain the di- 
rectors of this company in unreasonably withholding 
the limited dividends authorized in the following clause 
which appears both in the franchise from the city and 
in the articles of incorporation of the company: 

“*The earnings of said company shall be used in the 
follewing order, to-wit: First, to the payment of ma- 
tured debts and operating expenses; second, to the pay- 
ment semi-annually of said dividends of ten percentum 
her annum, and any unpaid accrued dividends; third, 
to such extensions and betterments as may be ordered 


by the board of public works of said city; and the ex- 
cess to the payment in whole or partial payments of the 
amounts subscribed.’ (This last referring to extin- 
guishment of capital stock, after which the property 
reverts to the city.) 

“In view of their legal obligations, the directors of 
the company will never withhold dividends from the 
stockholders when it is reasonably possible to pay them; 
and if they attempted to do so a court would doubtless 
mandate them or appoint a receiver to protect the in- 
terests of the stockholders. 

THe FINANCIAL REASON 

“Altogether aside from moral or sentimental or legal 
considerations, the directors of the company would con- 
sider it a grave financial mistake and an irreparable 
injury to the community to default in the regular pay- 
ment of the limited dividends to which the stockholders 
are entitled. We invite the attention of the public to a 
few fundamentals of a sound financial policy: 

“(a) The company should sell additional capital stock 
as soon as conditions permit. If it could sell stock at a 
premium which would make the authorized dividends 
represent no greater return to capital than that now 
made on existing stock (8.26 per cent), this would be 
the cheapest financing that any public utility could hope 
to do. Even a tyro in finance could not honestly say 
that he would expect investors to buy more stock of 
the company if dividends were discontinued on stock 
now outstanding. 

“Aside from economy in financing there is safety in 
obiaining as much capital as possible from the issuance 
of stock. The creation of excessive fixed interest 
charges would be a menace to the security of the com- 
pany and to the interests of the public. The present 
ratio of bonded indebtedness to capital stock is consid- 
ered excessive, and the future financial policy of the 
company must be directed to the establishment of a bet- 
ter halance between the two classes of securities. This 
cannot be done if investors become convinced that the 
company would not continue to pay dividends. 

‘“(b) The company must also sell additional bonds as 
soon as conditions permit. While it would be desirable 
to finance the requirements of the company wholly on 
issues of stock, it is recognized that this is not prac- 
ticable. Bonds as well as stock must be sold from time 
to time to provide the capital required by the constantlv 
increasing demands for gas service. The suspension 
of dividends would make it even more difficult to sell! 
bends of any character than it is at present. 

In some States where the bonds of the company are 

a legal investment for savings banks and trustees they 

would cease to remain so if dividends were not con- 

tinued on the stock. This would cause institutions 

which now hold large stocks of the 5 per cent bonds of 

the company to dump them on the market, thus making 
(Continued on page 13.) 
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CoNDITION oF Gas FIELD Makes PossisLE Now A Glance Ahead 
ActTIvE CAMPAIGNS TO SELL GAs CONSUMING 


For the year of 1921 the AMERICAN Gas ENGINEER- 
ING JOURNAL is planning many things which it hopes 
will increase the value of its service to the gas industry 
as a whole. During the coming months there will be 
started several departments that, it is confidently be- 
lieved, will prove to the gas man that this journal is 
anxious to serve in every way possible. 

There are many matters that are scheduled to arise 
oe ee a during the year that will require clear vision and de- 

termination on the part of the gas inan who is on the 


IN SUCCESSFUL SELLING—By FRANK Far- ‘orn ae age aa a 
, firing line, and it is the purpose of this journal to aid in 
a ee eee 5 


TI, 5g hae ace nk Wa eee eae ¥ 


GETTING THE LOCAL RETAIL DEALER IN LINE WITH 
THE Gas CompaANYy ONE MeETHop oF INCREAS- 
OT a eG eta Coe cre ha Sara agen le 3 


every way possible. If at times it is deemed necessary 
to criticise, it will be done only with the thought of 


Gas AppLIANCE WILL CoME TO THE FoRE IF THE aiding and of constructing in place of destroying. It 
PRospECTIVE Burtpinc Boom Is Usep—By must be remembered, also, that the criticisms will be 
EE, SERRE Sicbsscinacueeeerveseoenuees 7 offered in the kindliest spirit and to help the industry 
” large. [ut wherever it is possible suggestions will 

1085 Gas Lamps INSTALLED IN PROVIDENCE take the place of criticism, and the reader may rest as 
ScHoots AFTER THoROUGH INVESTIGATION— sured that there will be no sarcasm at any time. 

Be 3. EB. Bereiiie sc ccc nncsns pers 8 As to our plans: Already the AMeriIcan Gas Enai 
NEERING JOURNAL has contracted with some of the 
known authorities in the gas field for the best of 

INDIA oLIs GAS COMPA CARRIES 1! 4 TO ut, and these articles will be offered to our readet 
Lo F PuBLic ‘ ' 10 h the hope that they will prove not only interestit 

ind entertaining but instructive a well W here 

nd Sse eae ee eee ener il came om "ee edb iS of ot eee , 

m ft expt of his opinion 1d ‘ 
hat use will be made of them. 

News oF THE Gas INDUSTRY...... re Ca in 20 ae open hich the JOURNAL express rf 
are not arrived at in hasty fashion, but are formed at 
due deliberation and are then carefully written 

WERE, TONEOS inca nes oe We se hers we Ce 24 sut in order that the AmerIcCAN Gas ENGINEERI 
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(OURNAL Can arrive at its ideal of service to the in- 
dus‘ry at large it is necessary for the industry to give 
its whole-he.rted suppurt. No jourual, no matter what 
its objects may be. can successfully fulfill its mission 
unless support is given it. I< may be that you will not 
agree always with the op:nions expressed, but you will 
have the satisfaction ef knowing that those opinions are 
honest and are not subject to any influence whatsoever. 

The AMERICAN GAs ENGINEERING JouRNAL feels 
thai this is is greatest opportunity and it will be quick 
to seize }t. 


The Court of Public Opinion 

The Citizens’ Gas Company of Indianapolis has 
taken the right course in bringing its troubles be- 
fore its consumers in a series of paid advertisements 
and statements from the management, and it seems 
safe to predict that its battle will result successfully 
for the company and the people it serves. 

The efforts of those who, because of their positions 
in the political world, at once seize upon a public 
utility company and its difficulties, it seems certain, 
will not The company has assumed the 
right attitude in its frank statements to the public, 
and the sense of fair play which is so characteristic- 
ally American will not allow its cause to be defeated. 

The Indianapolis company is carrying on two 
fights, one to have the city council authorize a ra- 
tioning system, if that becomes necessary, and the 
other to secure a rate that will halt the losses which 
it has been experiencing the past two years. 


succeed. 


Inci- 
dentally, in presenting its claim for public favor the 
company publishes a table of statistics that may “vell 
be recommended to other companies for clarity. It 
tells the story of the dollars and cents involved in a 
way that cannot be misunderstood, and it is certain 
that it will impress all who read it. 

After all, the power of the laws which are adjudi- 
cated by the courts comes from the willingness of 
the people of the United States to be governed ac- 
cording to the statutes, and if there is no backing of 
public opinion a law is sure to fail of its purpose. 

Gas company executives will do well to follow 
closely the fight of the Indianapolis company, for it 
is sure to develop many interesting and important 
steps. 





Gas Companies Prepare for Prosperous Year 

Gas companies in all parts of the country are pre- 
paring for a prosperous year, according to reports which 
reach the office of the Amertcan GAs ENGINEERING 
JourNAL. One of the indications that gas men gen- 
erally are viewing the coming twelve months optimistic- 
ally is shown by the fact that there is a great deal of 
discussion relative to the sale of appliances. 

It has been many years since the gas industry was in 


a position to make a vigorous campaign on the sale of 
appliances, but the new rates which have been ailowed 
in so many cases have made it profitable for companies 
to sell gas so that they are now looking for new gas- 
consuming appliance business. This is one of the most 
pleasing developments of the situation, and it should 
make for added prosperity for the kindred lines as well 
as for the industry itself. 

The gas field can well take a leaf from the book of 
the field of electricity. No possible medium of appli- 
ance sale has been overlooked by the electric company, 
with the result that not only is the company itself ready 
to step to the front in time of need but it also has re- 
inforcements in the ranks of hundreds of appliance 
dealers. Gas companies can organize local dealers just 
as well and these dealers be made powerful allies. 

From its experience the AMERIICAN GAs ENGINEER- 
ING JOURNAL is in a position to state that the appliance 
manufacturers are ready and always willing to co- 
operate to the fullest possible extent. With this con- 
dition existing, it is for gas companies to start now a 
campaign that will result not only in increased gas con- 
sumption but also will open the way for good-will build- 
ing. But it is for the gas man himself to start the ball 
rolling. 

If the gas tield and the industries which are de- 
pendent upon it for a large portion of their business 
will get together in a spirit of harmony the year of 
1921 But, 


above all, prompt, decisive action is necessary 


will be a banner one in every respect. 


Making Customers Like You Is First Essential in 
Successful Selling 


(Continued from page 6.) 


tain the same aloofness he can if you merely say “Good 
morning.” 

You need to be friendly with people to get them to 
try your appliances. You need to be friendly to keep 
them coming. You need to be friendly in order to de- 
velop some personal following. Friendship for the com- 
pany is important, but for your personal success you 
need to develop friendship for you. You have known 
salesmen so successful in other lines at getting a per 
sonal following that their customers would follow them 
in changing to another store. 

There may be many good customers you will not 
really like personally. They may be disagreeable, 
crabbed, cranky, crooked. Don’t indulge in thinking 
about them that way or it will be doubly hard to make 
them like you. It will be hard work for you to try to 
make them like you. It is hard to get people to like you 
when you do not like them. They sense your dislike 
Make it your business to like your customers, to over- 
look their defects, to seek out their good qualities. The 
chances are that you are not such a perfect wonder 
yourself that you are in a position to throw stones. Like 
people right from the first just as a matter of principle 
Then you will be in a position to go ahead and make 
them like you. 
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Indianapolis Gas Company Carries Plea to Court 
of Public Opinion 
(Continued from page 10.) 
it still more difficult to sell either those or any other 
bonds. 

“Aside from this result, the suspension of dividends 
would prejudice investors against any bonds which the 
company might attempt to sell. Many attractive bond 
issues are now being offered to the public, most of them 
by corporations which show net earnings many times 
the interest charges on their bonds. At no time have 
investors been willing to buy bonds unless the issuing 
company could show earnings at least twice as great as 
its hond interest charges. This company cannot expect 
to obtain new capital in the competition of the money 
market unless it maintains at least this standard of earn 
ings. If earnings are maintained on this basis, it will 
always be possible to pay dividends to the stockholders, 
and, as stated above, if the dividends are earned, they 
will be paid. 

“(c) Bolshevism would ignore the rights of capital 
and confiscate capital already invested in industry. The 
American point of view, which is wholly accepted by 
the directors of this company, not only approves honest 
treatment to those who have already made investments, 
but believes that enlightened selfishness requires hon 
esty and fair treatment in order to secure the constantly 
increasing supplies of capital which every progressive 
community requires. 

“The directors of this company will pay dividends to 
its stockholders as long as the earnings of the business 
make it possible to do so. 

“This community cannot afford to force the company 
to discontinue dividends by refusal to pay a gas rate 
which will enable the company to pay them.” 

Following this dissertation on “dividends,” the gas 
company set out concretely for the public it serves a 
careful comparison of leading items in the expenses it 
has had to bear since 1914. It entitled this statement: 
“Why the Gas Company Needs a Higher Rate.” 

‘Note this comparison of certain leading items in the 
expense accounts of this company,” it said. Then it 
gave the items as follows: 

(Last Two Weeks of 1920 Estimated) 
Increase 


Per 
Total manufacturing 1914 1920 Cent 
costs we eee e $1,677,681.98 $6,245,549.75 272.27 
Total distribution 
PS, 110,518.60 305,247.80 176.19 
Local taxes 77,018.14 286,036.70 271.38 
Fay 16NS.....6.6. <5. 600,873.99 1.436.664.50 139.09 
Gas coal 1,151,700.97 4,344,193.30 277.10 
(saS OM oisnwss : 39,872.28 190,042.17 376.62 
\verage coal cost, 
per ton 2.63 6.67 153.57 
\verage coal cost, 
in November 8.17 
\verage oil cost, per 
TC: 3.92 10.94 179.08 
In contrast with the foregoing, note the change which 
has occurred in gas income: 
Gross gas income, in 1914...... $ 3,390.12 


Gross gas income, in 1920...... 
Increase, 64.6 per cent 

Gas rate, in 1914 

CO SO IS biccdevnnceessaws 
Increase, 9.09 per cent 


55 cents 
60 cents 


Having thus set graphically before its public actual 
cost and income sheets, the company continued its argu- 
ment before the court of public opinion as follows: 

“The striking contrasts have been appreciated by ob- 
servers outside of Indianapolis, and for several years 
we have been asked by many persons, ‘How have you 
done it?’ Of course, the answer has been that it could 
never have been done if we had not conducted a large 
industrial business, of which our gas business has been 
virtually a by-product. Our success in our general bus- 
iness has enabled us to supply the people of Indianapolis 
with gas at a rate which is not only the lowest in the 
United States, but the lowest in the world. We went 
into this great industrial business voluntarily. No com- 
mission or court has ever ordered any gas company to 
adopt such a policy. We did it solely in order to pro- 
vide our city with gas at a lower rate than any other city 
enjoys. 

“But our industrial business, although successful, 
must be subject to the fluctuations which affect general 
business, whereas the ordinary public utility is only 
slightly affected by general business conditions. 

“In 1919 our report showed net profits, after all op 
erating and fixed charges, but before setting aside any 
reserves, amounting to $271,927.38; but we had received 
from the Government applicable to that year, $310,- 
593.85, so that without this special assistance we should 
have shown a deficit of $38,666.47. The first ten months 
of 1920 have been very much better than 1919, but the 
last two months will be very poor and after the inven- 
tory adjustments at the end of the year, the profits for 
the whole year will be only reasonable for the present 
and will afford no basis for the increase in the capital 
investment of the company. 

“Having given the gas consumers of Indianapolis the 
benefit of our success in handling our large industrial 
business, it has seemed to us not unreasonable to ask for 
a temporary increase in the gas rate to tide us over a 
period of business depression. Our costs will not come 
down in proportion to our loss of revenue. But our 
petition has not been based on our desire to protect our 
general business, for we believe we can weather any 
industrial storm. We are convinced that the rate should 
he increased for the protection of the gas consumers of 
Indianapolis. The company may stand still or retrench, 
but the public interest demands expansion which is im- 
possible with the present gas rate.” 


Wuy THE Company NEEDS THE INCREASE 


The next step in the public arguments of the Indian- 
apolis gas utility told “why the gas company must have 
more money.” 

It showed how the equipment of the company had 
been falling behind the needs of Indianapolis for vears 
and how many other improvements now are urgently 
needed. The war’s damage to industry generally, has 
not missed gas utilities, the Indianapolis company’s 
arguments in its advertisements have shown. Apropos 
of this subject matter one of the appeals said: 

“Since 1916 the equipment of the company has been 
falling behind the demands of the town. In 1918 an 
enlargement of one of the plants was undertaken. The 
company sold $1,500,000 of short-term 7 per cent bonds 
for $1,400,000. The improvements at that time actually 
cost $1,620,000, but many important parts had to be 
trimmed down so severely on account of lack of funds 
that undue demands are now made on them and frequent 
interruptions and breakdowns occur. 
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“Many other improvements are urgently needed un- 
less we are to fall behind the requirements of our con- 
sumers. One of the most important of these (although 
by no means the only one which is urgently needed) is 
a gas storage holder which will cost over $500,000. We 
have been endeavoring to build this ever since early in 
1916, but have not been able to do so. We cannot 
undertake it without new financing. The holder itself 
can yield no revenue to pay the $50,000 or more per 
year which it will cost in interest and maintenance 
charges. With this additional storage capacity no short 
period of excessive consumption or plant disability could 
affect the gas service at all. To get this holder com- 
pleted by next Christmas, construction must begin early 
in the coming year. 

“This is only an illustration of what we have in mind 
when we say that the improvement of gas producing 
facilities and the ordinary extensions of gas mains will 
require an investment of $3,000,000 in the next three 
years. Besides which we must retire the short-term 
bonds which we issued in 1918. 

‘ All surplus earnings of the good months of 1920 have 
already been absorbed in improvements to our plants 
and distribution system. In order to prepare as well 
as possible for the present winter we have not even re- 
served funds for payment of the 7 per cent bonds which 
mature next May. With the declining business which 
we are now experiencing we cannot hope for earnings 
from which we can take care of further improvements. 
Our policy henceforward must be one of rigid retrench- 
ment until there is more revenue in sight. 

[he company may be able to stand still to mark time 
and take care of the business it now has. The city 
cannot afford to have this happen. It takes time to 
construct extensive equipment, especially when it must 
be done while operation is going on. The longer we 
postpone beginning, the more extensive and costly must 
be the betterments. And the greater becomes the danger 
of interruption to gas service. The public should not 
be deceived by the good service which we are now ren- 
dering. This is due to the mild weather and the general 
slowing down of business. We can do no more than 
we have already done for this winter. But there are 
other winters coming and there is an increasing demand 
At the end of 1914 we had 53,008 consumers. 
To-day we have 65,380. And the average demands of 
our consumers are increasing. 

“How the raising of new capital to meet these re- 
quirements is related to our operating earnings will be 
explained in our next statement.” 


tor gas. 


GENERAL MANAGER ISSUES STATEMEN’ 


cidently with e company’s straightforward 
method of addressing the public generally concerning 
s needs Ol 1ddi 1On revenues, |. Dorsey | orrest, 
general manage of the COillpany, h Ss 1s 1¢ d a persona! 
eid — . ae ‘2 2 1 cee . ‘ 4 ° $ 
innouncement in which he warns the public that in case 
of a fuel shortage the gas company will be forced ) 
n its supply of gas, much after the fasl f metl 
le ad “ig ee 


> | r hot, : ] : . 
Ke OT Ditummous coal miners 


the city council « 
prove such a plan in the form of an ordinance, or other 
tangible authority to the company, but Mr. Forrest 
says it would be the only possible method of operation 
under such conditions and that the company necessarily 
would be forced to its adoption. : 


Indianapolis has refused to ap 


The plan to be adopted, if such a shortage were to 
occur, Mr. Forrest said, will be to reduce the gas pres- 
sure at stated hours during the day and night, so as to 
give a full pressure during hours when meals are cooked 
and only a light pressure between meals. This will in- 
sure plenty of gas for cooking, by preventing the use 
of the reserve supply for heating during the day time. 
The formal rationing plan, just turned down by the city 
council at Indianapolis, made it mandatory, during gas 
shortages, for consumers to use gas for cooking, light- 
ing and hot water heating only, and gave the gas com 
pany power to enforce the order by turning off gas 
where consumers were found violating the rationing 
order. 


A RaTIONING PLAN 


A contract containing this rationing plan, and a prom- 
ise of the company to put through a program of im- 
provements by Dec. 31, 1921, provided it could raise 
the necessary money, was killed by the council at In- 
dianapolis, after it had been approved by Mayor Charles 
W. Jewett and the Indianapolis board of public works. 
The council held that since the gas company had filed 
a petition with the Public Service Commission of In- 
diana, asking for increased rates to make improvements, 
the contract with the city would be unnecessary. Mem- 
bers of the council contended that they had not wished 
to approve the rationing plan because it would have 
given the company the legal right to provide less gas 
this winter than the city needs, while its present fran- 
chise binds the company to supply all the gas necessary. 

Mr. Forrest made a very clear statement of the 
company’s position when he said: 

“The report of the action of the city council in de- 
clining to approve a contract ordinance which had 
been agreed upon by the board of public works and 
the Citizens Gas Company leaves the impression that 
the gas company had been seeking some special privi- 
lege which the council has denied. The chairman of 
the council committee seems to take that view, and 
is also apparently confused on the relation of this 
proposed ordinance to the recent petition of the gas 
company for an increase in gas rates. 

“It ought to be remembered by everyone who has 
had knowledge of the discussions over means of con 
serving gas that the company has made no requests 


either to the public service commission or to the 
board of public works. In all discussions before both 
bodies the company participated by invitation and 


did not initiate any of the plans which have been dis- 


cussed. \We have expressed our views as to the feasi- 
bilitv of certain proposals and have always expressed 

willingness tc co-operate in any possible wav with 
the public authorities in safeguardit x the supply ol 
cas to the community, but bevond this we have not 
t any he e the neil has not re 
ected ani ns of the gas company. 

\sam fact ( Lve id no interest what 
ever in th biect except as we have desired to se¢ 
everything done that was | i] te feguard the 
supply of gas against extraordinary demands this 
vinter. No action hay ing been taken by the public 


authorities, we shall nevertheless so control the out 
put of gas, in a threatened shortage, as to 
prevent the exhaustion of the supply. There has 
never been any question in our minds as to the le- 
gality of such a procedure. 


event of 


There might be a ques- 
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tion as to the technical right of the gas company to 
give a good supply of gas at certain hours for cook- 
ing purposes while reducing the pressure at other 
hours, because this is undoubtedly a discrimination 
against some consumers in favor of those consumers 
who want gas for cooking. 

“\Ve believe that it is in the interest of the public 
that such a control of the output should be resorted 
to, and we believe that it would be within the au- 
thority of the board of public works and the council 
to order such a conservation measure. In the ab- 
sence of an ordinance on the subject we shall adopt 
that policy anyhow in the event of a shortage, but it 
would probably be entirely possible for a consumer 
who felt that he was being discriminated against to 
obtain a mandate from a court requiring us to dis- 
tribute gas as we might have proportionately 
to all consumers. This might cause a great deal of 
suffering in the city; but, of course, the responsibil 
ity would rest on the city council and not on the 
board of public works or the gas company. 

“Fortunately, conditions have so changed in re- 
cent months that we have been able to provide an 
entirely adequate supply of gas at all times and for 
all purposes this winter. Last summer we stated 
that only a very mild winter or a very great setback 
to business could save the large cities of the country 
from a severe fuel shortage this winter. We have 
had both the mild winter and the setback in busi- 
ness. The result has been that we have been able 
to get adequate supplies of coal and oil up to the 
present time, 

“On the one hand we have been able to keep up 
gas production at a reasonable rate, while on the 
other there has been a lessened demand for gas. 
\Vhether we could go through a long period of se- 
vere cold without interruption it is impossible at 
this time to foretell. However, the need of safe- 
guards against an exhaustion of the gas supply in 
times of emergency is just as great as if there had 
been some shortage this winter. 

“The chairman of the council committee is en- 
tirely in error when he assumes that there is any re- 
lation between the gas conservation measure and the 
petition of the company for an increase in rates. We 
explained to the board of public works that no 
amount of revenue or new capital at this time would 
make any difference in the ability, of the company to 
take care of the city this winter. If someone were 
to present the gas company with $1,000,000 we could 


such 


do nothing that we are not already doing which 
would be of any benefit this winter. The improve- 


ment program which we have laid before both the 
hoard of public works and the public service com- 
mission requires not only money but also time. 
“Regardless of bad service this 
winter, these improvements are a matter of great 
importance to the city. There is a direct relation be- 
tween our application for an increased gas rate and 
the service for next winter, but the ordinance 
which the city council has rejected related only to 
this present winter. Any reference to discussion in 
connection with it to improvements for the future 
was simply to our promise to the board of public 
works to put through a certain very definite and very 
complete improvement program as soon as we could 
finance it. Our petition to the public service com- 
mission would have been filed and the same program 
would have been submitted in connection therewith 


cood Service or 


gas 


even if no discussions had occurred on the conserva- 
tion of gas for the present winter.” 

Gas companies all over Indiana are watching the 
peculiar controversies that now are centering about 
the Citizens Gas Company of Indianapolis, for they 
realize that certain general conditions in the gas 
world are being utilized in the Indianapolis situation 
in such manner that the American public may soon 
find out whether it is to continue obtaining real gas 
service for less increases in price than it pavs for 
almost any other single daily necessity. 





Wyoming Gas Law Upheld by Supreme Court 

The Wyoming oil and gas conservation law ot 1919 
has been sustained by the United States Supreme Court, 
in dissolving an injunction granted by the Federal Dis 
trict Court for Wyoming which restrained State officials 
from imposing penalties against the Midland Carbon 
Company and Occidental Oil & Gas Company. The 
case involved is entitled William L. Walls, attorney 
general of Wyoming; Frank A. Little, prosecuting at 
torney of Big Horn County, and Robert D. Carey Gov- 
ernor of Wyoming, against the Midland and Occidental 
companies. 

The officials appealed from the lower court’s in 
junction to higher courts and did not appeal in vain. 
The main question at issue in the case was whether the 
manufacture of carbon black by burning natural gas, 
near Cowley, Wyo., violated the Wyoming conservation 
law. The Supreme Court in effect held that the law 
might be enforced by Wyoming officials as planned. 
The court’s opinion was handed down by Justice Mc 
Kenna. From it Chief Justice White and Justices Van 
Devanter and McReynolds dissented. The case goes 
back to the Federal District Court for further proceed- 
ings of conformity with the Supreme Court’s decision. 

The Wyoming law involved prohibits the use, con- 
sumption or burning of natural gas without the heat 
therein contained being utilized for manufacturing or 
domestic purposes, when the well or source of supply 
so misused is located within ten miles of a town or in- 
dustrial plant. The law also prohibits the use of natural 
gas for the manufacture of carbon or other products by 
burning the gas, without the heat being utilized. Viola- 
tions of the law are made misdemeanors. 

Before the law was passed the Midland Carbon Com- 
pany had erected a factory a mile and a half from Cow 
ley at an expenditure of $375,000. The plant, by burn- 
ing natural gas, has produced 13,000 pounds of carbon 
black daily, sufficient to make 117,000 Ib. of printing 
ink, the court found. Before the gas is burned about 
1,600 gal. of high-gravity gasoline per day has been ex- 
tracted from the gas. The Occidental Oil & Gas Com 
pany, the court finds, owns the land on which are lo 
cated the gas wells that are the principal source of sup- 
ply to the Midland Company’s plant. The Occidental 
Company also constructed, owns and operates the pipe 
line by which the gas is conveyed to the factory. The 
ecidental Company receives from the Eastern Fue! 
Company, which owns and operates the gasoline extrac- 
tion plant, a royalty of one-half of the gasoline extracted 
therefrom. 

The companies objected to the enforcement of the law 
against them, declaring that it would impose a penalty 
of $1,000 for each day’s violation of it. The law itself 
was attacked as unfair, discriminatory, impracticable. 
unnecessary, etc. The District Court sustained the ob- 
jections and issued an injunction. 
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Removal of Commissioners 
Upheld by Supreme Court 
The State supreme court on Dec 

27 upheld the action of Governor Ed- 

wards of New Jersey in removing 

the State Board of Public Utilities 

Commissioners from office. The 

board is expected to carry the case 

to the Court of Errors and Appeals, 
the highest tribunal of New Jersey. 
The board was removed from of 
fice several months following 
charges of misconduct in office by 
the municipality of Jersey City, in 
connection with its decisions. It has 
continued to function as a de facto 
body, however, the ousted members 
contending that the Governor had 
usurped judicial functions. 
Governor Edwards has issued a 
call for a special session of the Sen- 


ago 


ate, to be held Thursday, to confirm 
the members of the new board 
These names were submitted to the 
Senate weeks ago: James A. C. 
Johnson, Englewood: Treadwell 
Cleveland, Newark; Walter F. 
Whittmore, Newton; Arthur A. 
Quinn, Perth Amboy, and James A. 


Hammil, Jersey City. 





Gas Heater for Garages a 


Success 

\ gas heater for garages, which 
it is declared has passed all fire tests 
and proved itself practi al for garage 
heating, has been perfected by the 
Port): nd (re. ) Gae < ( oke Com 
pany di 10 bi ; factured 
by tl col () the hent 
ere anv displ iw oat 
the wind | ’s head 
auarte — tte : Buildin 
whe tt) 1 1 tten 
tio 

The gas heate I rund the 
principle that the stove surrounding 
the ¢ flame mu entirely ai 


tight, to pre 


explosion in 


vent the p 
the garage by any 
coming in contact with the 
open flame. This is accomplished by 
two pipes, one bringing in air from 
outside the building to feed the illu 


ra S- 


oline vas 





minating gas flame and the other car 
rying out of the building the prod- 
ucts of combustion. 

A number of Eastern-made garage 
heaters were brought into this terri- 
tory by the gas company, but upon 
trial they were found either imprac 
tical or not within the requirements 
of the fire department and insurance 
companies. So the officers of the gas 
company set their mechanics to work 
to devise a garage heater of their 
own, and the new heater is the result. 

The heater occupies about one foot 
by four feet and is three and one- 
half feet high. It is declared by the 
company after a number of tests 
with the fire department to be en- 
tirely safe so far as danger of start- 
ing fires from it is concerned. As 
a test fire department men tried out 
the heater in a garage, the air of 
which was reeking with gasoline and 
oil. After the heater had been going 
for some time they poured gasoline 
upon the top of the stove, with no 
bad effects. 

A unique arrangement for light 
ing the heater so that no possible 
damage can result from striking a 
match within the garage has been 
provided. Instead of opening the 
heater and striking the match, light 
ing the heater and then closing it 
up, the itor places an unlit 
match in a little holder at the side of 
the heater. This holder, with the 


Of ETE 


match, is slid through a slot and the 
match is automatically ignited on the 
inside of the heater. The match is 
then withdrawn through a tube 
such.a way tl it is bl by 
\ pilot light i led, wl 
he ¢ ] ? he he hent 1S 
beine used more or less Ih 
oo d, beadt ter +f 
meaner on conshie of tants 
automobile garage at a comfort 
able heat and apable of keeping 
a larger garage well above freezing 
point in all winter weather, the ac 
tual temperature depending consid- 


erably upon the construction of the 
garage. 


Tt 
<_____ 





N. Y. Consolidated Wants to 
Buy Bronx Gas Stock 


The Consolidated Gas Company, 
New York City, has applied to the 
Public Service Commission of Dis 
trict No. 1, to purchase 4.865 shares 
of the stock of the Bronx Gas & 
Electric Company at $75 per share. 
The stock of the Bronx company for 
five years prior to 1918 paid a divi 
dend of 6 per cent. No dividends 
have been paid since 1918. The hear- 


ing will be held Friday, Jan. 7, before 
Deputy Commissioner Charles F. 
Halley, Jr. 

The application recites that the 


3ronx company is the only independ- 

ent company in the Bronx not owned 
or controlled by stock ownership in 
the Consolidated Gas Company. 
Should any accident occur at the 
plant of the Bronx company, it was 
pointed out in the application, 200 
miles of Bronx streets, serving 10, 
000 consumers, would be without 
gas, as it has no auxiliary plant. 
Stockholders of the Bronx company 
on Dec. 21 voted to sell $274,000 
worth of fifty-year bonds, but no 
market could be found. 


Secretary Daniels Advocates 
Nationalization - Coal 


Secretary of the Navy Daniels ad 
vocates the nationalization of pie 
fuel oil and water power lands as a 
necessal tep if an adequate suppl 
of oil is to be available for the Ame 

nd merchant marine 
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American oil,’ Secretary Daniels 
said. ‘We have been prodigal to the 
point of injury to American interests 
on the sea. We should conserve our 
own oil here and obtain reserves in 
other countries. We should have oil 
storage wherever American naval or 
merchant ships touch.” 


Gas Standard Reduced by 
Commission 

The Public Service Commission, 
Harrisburg, Pa., has established a 
standard of manufactured gas call 
ing for a monthly average of not less 
than 520 B.t.u. total heating value 
per cubic foot with a minimum of 
500. This ruling was made in the 
application of the Pennsylvania Gas 
Association’s companies for permis- 
sion to lower the monthly standard 
of less than 500. 

The formal ruling provides that 
the tests shall be within one mile 
radius from the point of manufac 
ture. Gas delivered to the mains un- 
der pressure above five pounds per 
square inch must be tested for heat 
ing value before compression. 


Industrial Gas Rates Increased 

The Fayette County Gas Company 
has filed a supplement to its sched 
ule of rates, rules and regulations 
for distribution of natural gas, with 
the Public Service Commission of 
Pennsylvania at Harrisburg, increas 
ing the rate to industrial consumers 
to 47 cents per thousand cubic feet, 
subject to discount of 2 cents per 
thousand for prompt payment. This 
rate is made effective Jan. 15, 1921. 

The gas company specifies in the 
new rate supplement that whenever 
a surplus supply of gas exists over 
and above the requirements of its 


domestic consumers, such surplus, 
at the option of the company, may 
he made available for use by the in 
dustrial consumers in limited quanti 
T bu subject to discontinuance 
or curtailment at any time, tempo 
] ) inently, in whe rit 
pat en dee d ne ssarv | | 
) oO ?pTD te ( 1S€ 
} ] he lome , 
( } 1 dust ,] 117 
eT he eto re il] he m™m le To 
( 1 longer than one 
The indu ls for th 
pee ome Sh cante 
i‘cubic feet. subject to discount 


of 214 cents 
and rules 


per thousand. The 
of payment for the indus 
now made the same as for 
the domestics. 


rafe 


trials are 


Mixed Coal and Shale Makes 


Smokeless Fuel 

Much interest has recentiy been 
aroused in Salt Lake and Ogden, 
Utah, in connection with experi 
ments for eliminating the smoke nut 
sance and it has been found that fuel 
consisting of four parts and 
one part oil shale will burn in the 
ordinary furnace without generating 
smoke. The utilization of shale for 
this fuel mixture will create a con 
siderable demand for shale. Demon 
strations were made in Salt Lake last 
month which thoroughly proved the 
possibilities of this fuel and later a 
similar demonstration was made at 
Ogden. Owners of manufacturing 
plants and other fuel users are highly 
elated over the possibilities of the 
process. 


coal 


Richland’s First Gasser Makes 
20,000,000 Ft. per Day 

The Transcontinental Oil & Gas 
Company’s Chess-Wymond No. 1 
well, on the Richland-Ouachita line 
in Richland Parish, La., fifteen or 
twenty miles east of Monroe, has 
been brought in and has a capacity 
of 20,000,000 cu. ft. a day. This is 
the first gasser ever brought in in 
Richland Parish and also marks the 
extension of the proven Monroe gas 
fields for four or five miles to the 
east. 

The proven Monroe gas field was 
also extended to the northwest for a 
number of miles by a gasser that was 
brought in recently by the Texas 
Company in Union Parish. 

The company’s well, 
Grayling No. 1, which is 


known as 
located a 


few miles from Ouachita City, west 
of the Ouachita River, also has a 
capacity of 20,000,000 cu. ft. of gas 


a day. 


Gas Co. Files Exceptions to 
Commission’s Order 
ye yet 
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The gas rate fixed by the commis 
sion was protested because the com 
pany held that the rate together with 
the service charge and authorized 
minimum bill charge is inadequate 
Furthermore, it is claimed that the 
rate will not yield to the company a 
sufficient income and revenue to pay 
the operating expenses. 


State to Study Gas Saving 
Methods 


Steps for an extended study of 
uses of natural gas in Pennsylvania 
to a classification which will differ 
entiate between necessity and con 
venience will be taken shortly by 
State officials in an effort to secure 
some basis on which the system of 
practical conservation advocated by 
Governor William C. Sproul can be 
carried out. Dr. George H. Ashley, 
State gealogist, who has been visiting 
various parts of Pennsylvania where 
natural gas is extensively used, will 
have charge of dissemination of in 
formation as to methods of conser 
vation. 

Dr. Ashley says the matter of clas 
sification is the most important at 
this time because then it can be un 
derstood just what must be done. He 
is gathering data and keeping in 
touch with communities where the 
gas situation is acute. 

Before very long the Public Ser 
vice Commission will reach a deci 
sion in the Pennsylvania gas case, the 
first big natural gas valuafion propo 
sition to come up, and this may gov 
ern in others. The argument on the 
complaint of the city of Erie against 
the regulations of the Pennsvlvania 
Gas Company started in Ha ‘risburg 
on Dec. 30. and the hearings in the 
United Natural Gas complaints be 


gan about 
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Wages Big Item in Operating 
Cost of Utilities 

Wages directly or indirectly now 
constitute approximately 85 per cent 
of the cost of producing electric, gas 
transportation and communication 
services, and are the governing fac- 
tor in what the public pays. Not 
only have there been big advances in 
wages of utility company employees, 
necessitated because of the higher 
living costs, but also in every other 
industry with which the service com- 
panies do business, and these in- 
creases have been passed on in the 
higher price of all commodities pur- 
chased by the companies. 

The close relationship between 
wages and rates for the utility ser- 
vice is pointed out in an analysis of 
the situation by the Illinois Commit- 
tee on Public Utility Information, 
which says: 

“In any discussion of rates of ser 
vice companies the question of wages 
must be given first importance. The 
utility industry has no control over 
wages, for the wage increases grant 
ed in every other industry are equally 
as much of a governing factor. The 
utilities must compete with the wages 
paid by other industries in order to 
retain their employees. Their em 
ployees must have such pay as en 
able them to meet present living 
costs. The companies must have 
prices for their services such as will 
enables them to pay the high prices 
for commodities used in producing 
service, and these costs are in large 
measure resultant from the higher 
wage scales. 

“Wages of the 143,000 emplovees 

ho produce the public services in 
Illinois have been increased an av- 
erage of 96 per cent, and in many 
ndividual cases the advance has been 
much greater. Of the prices the util- 
ities pay for coal, oil, steel, copper, 
wood and the countless other items, 
no less than 60 to 80 per cent is 2 
labor charge. 

“Increases in wages at the coal 
mines, the ore mines, the steel mills, 
copper mills and refineries, to rail 
road employees necessitating higher 
freight and in the countless 
other industries having to do with 
production, have heen passed on to 
the utilities in form of higher com- 
modity prices. If the utilities were 
not able to increase their rates to 
customers and at least partially ab- 
sorb these wage advances, produc 
tion of transportation, communica- 
tion, power, heat and light would 
necessarily have to cease. 

“In spite of the difficulties arising 


rates, 


from the wage problem, the service 
companies appear to have handled 
the situation better than any other in- 
dustry. This is attested by the fact 
that in spite of the wage advances 
all along the line, the utilities in Illi- 
nois have increased service prices to 
their customers an average of but 17 
per cent on electric rates, 35 per cent 
for telephone service and only 41 per 
cent for gas.” 
Peoples Gas Company to Try 
“Industrial Democracy” 
Scheme 

The Peoples Gas & Light Com 
pany, Chicago, IIl., one of the larg- 
est public utility concerns in the 
country, plans to establish an “indus- 
trial democracy” among its workers 
so that the employees will have an 
equal voice with their employers in 
deciding questions affecting them, 
announced Samuel Insull, president 
of the company, who has written a 
letter to every employee outlining 
the plan, which must first be ap- 
proved by the emplovees. 

The principle of the plan will con- 
sist of joint councils in which the 
employees will have equal represen- 
tation with the employers. 


Texas Gas Companies Cut Off 
Industrials 

The natural gas for in- 
dustrial and boiler consumption 
has been discontinued by the Dal 
las Gas Company as well as com- 
panies allied with the Lone Star 
Producing Company in other cit- 
ies of Texas, Henry C. Morris, 
general manager of the Dallas 
plant, announced a few days ago. 

While there is no danger of a 
gas shortage, there has been some 
dificulty in both the West Texas 
and the Oklahoma fields with the 
gas supply, Fred M. Lege, Jr.. gen- 
eral manager of the Lone Star 
Company, explained. The X-ray 
well of the Texas Pacific Oil & 
Gas Company in Erath County has 
gone down, due to water, and sev- 
eral of the Oklahoma wells 
have lessened their producticn re- 
cently, he said. 

“There is always a chance of a 
gas shortage, and while I do not 
consider that the danger is immi 
nent, I do not want to mislead the 
public into believing that it is ab- 
solutely assured of an adequate 
supply,” Mr. Lege said. Industrial 
consumers of the Dallas Gas Com- 
pany have been notified of the dis- 
continuance of their gas supply 


sale of 


also 


Domestic gas consumption in- 
creased 10 per cent last month over 
the consumption of November, 
1919, despite the fact that rates 
have been increased 50 per cent, 
Mr. Morris said. “The continued 
adequacy of the supply, as 
compared with frequent low pres- 
sure last year, is responsible for 

general use of gas,” he 


gas 


the more 
said. 

The new feed line to East Dal- 
las, which compietes the belt 
around the city, has been finished 
and has been in use for some time. 
Work on the line to South Dallas, 
replacing the old 8-in. main with a 
12-in. one, is well under way and 
is being pushed to completion. 

The Panhandle Company has 
succeeded in closing in its big Mc- 
Cluskey gasser and the gas 1s be- 
ing piper over the field and will 
supply a great number of boilers. 
The well shows on a meter to be 
making 42,000,000 cu. ft. of gas. It 
was shut in by an order of the 
Railroad Commission. 

As the well lacked 20 ft. of being 
to the producing depth of its No. 1 
McCluskey, which is located 700 
ft. east, the company was very anx- 
ious to try to drill the well in as an 
oil well. 

In the Texhoma gas field the 
Stumpf Oil & Gas Company’s No. 1 
\. H. Fowler and the Texhoma 
Oil & Refining Company’s No. 28 
Daniels are gas completions of the 
week, the latter well being report- 
ed making around 4,000,000 cu. ft. 
and the Stumpf well reported good 
for around 1,500,000 ft. The Stumpf 
well is in the northern part of the 
pool. 





East Ohio Gas Co. 
1,500 Acres 

Fifteen hundred acres of land in 
the vicinity of Chardon have been 
leased by the East Ohio Gas Com- 
pany for oil development during the 
last thirty days. 

No announcement as to intentions 
in making tests have been made. 

Under the leases, one-eighth of the 
oil produced is to go to the land own- 
ers. In addition, the company will 
pay a specified sum for the use of 
the land. The leases run for two 
vears. 


Leases 





NaTuRAL GAs Company OF WEST 
VirciniA, Pittsburgh, Pa., a subsid- 
iary of Manufacturers Light & Heat 
Company, has declared a 50 per cent 
stock dividend. 
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25-Cent Gas Rate Increase Is 
Allowed Perth Amboy Co. 
Following a rehearing by the New 
Jersey State Public Utilities Com 
mission ordered by the 
court, a rate of $1.40 per thousand 


supreme 


cubic feet for gas to household con- 
sumers was allowed to the Elizabeth- 
town Light the 
Cranford Gas Light Company, the 


Gas Company, 
Metuchen Gas Light Company and 
the Rahway Gas Light Company, tu 
take the place of a rate of $1.15 
which was attacked in the court by 
the companies which had applied for 
a $1.55 rate. 

The report of May 12, last, which 
was attacked in the court, allowed 
the Elizabethtown Gas Light Com- 
pany to file a wholesale gas rate for 
serving the Perth Amboy Gas Light 
Company, Cranford Gas Light Com- 
pany, Metuchen Gas Light Company 
and Rahway Gas Light Company 60 
cents a thousand cubic feet as long 
as the companies were serving the 
same quantities of gas under the 
same conditions as obtained when 
the report was made. The wholesale 
rate has been increased to 76 cents a 
thousand cubic feet. In addition to 
the rate to household consumers the 
other retail rates of the companies in- 
volved have been increased. 

The companies appealed the find- 
ings of the board as embodied in the 
latter’s report of May 12 to the su 
preme court because they were dis- 
satisfied with the valuation and rate 
of return allowed by the board. The 
proceedings were remanded to the 
board by the supreme court for a re- 
hearing to determine how much ad 
ditional should be allowed the com 
panies, after which the new rates 
were set by the board. The new 
rates will go into effect for gas con- 
the meter 


between readings 


in Nov. and Dec. 


sumed 


\ 


Cities 
The distribution of Cities Sery 
Company bankers shares to be made 
1921. will be made to 16 
ders of record. This is an 
int rease of 1.278 shareholders of 
record over the number to which dis- 
tribution was made on Nov. 1, 1920, 
an increase of 11,378 shareholders 
of record since Jan. 1, 1920, the 
number of shareholders on that date 
having been 5,538. 


f 
— 


Entire Gas Plant Is Being 
Remodeled 


A complete renovation is being 
made of the gas plant at Janesville 
Wis., and new machinery installed 
in all parts. Although the main ma 
chines will be in by February, minor 
things to be attended to will take the 
greater part of the spring. 

The two main gas manufacturing 
machines that are now in use, and 
have for many years, being 
early models, each produce 22,000 
cu. ft. of gas per hour, while the new 
ones will produce almost twice that 
much each. A boiler wrh a capaciiy 
of 125,000 h.p. will be another of the 
new machines. 


been 


Later, an outside purifier will be 
built and it is thought that in 1921 a 
new holder will be necessary, it the 
city keeps expanding. The present 
holder, the circular brick building, 
would be kept in use also. A force 
of ten extra men is now work'ng at 
the plant. 

New gas mains were necessary on 
two streets and were laid thi- fall. 
New mains were also laid in the new 
additions during the fall. A force of 
sixteen men has been working on 
these. Many more necessary new 
mains will be laid in the spring. 

The former Cullen buildings, in 
back of the plant, have been taken 
over and will be used for repairing 
meters. 


Vast Possibilities in New Gas- 
Electric Smelting Plan 

A gas-electric smelting process 
that will revolutionize the 
steel industry and make Los Angeles, 
Cal., the hub of a vast manufactur 
is the epochal an 
nouncement made by the Llewellyn 
Iron Works. 


['remendous importance is attach 


process 


ing enterprise is 


ed t he secret new steel process 
Fror local standpoint it means the 
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The gas-electric method trans 
forms iron ore to tempered steel by 


a single process, does away with the 
pig iron smelting requirement, and 


permits marketing of the product on 
the Pacific Coast for approximately 
$15 per ton less than the present 
price. 

Engineers have been experiment 
ing at the plant for months. The 
equipment and secret process have 
been carefully guarded. The plant 
at Torrance has been using ore from 
a mine in San Bernardino, one of 
the immense mine holdings of the 
company. 

The crude ore in southern Cali 
fornia has heretofore been unavail- 
able for local steel making, due to 
the lack of coal and coke, and the 
prohibitive cost of importing this 
necessity. The use of electricity and 
gas solves this problem. 

Gas Administrator Harry L. Mas- 
ter is in doubt as to whether the im- 
mense gas requirements of the com- 
pany can be accommodated. This 
may somewhat delay quantity pro- 
duction, but it is understood that 
the company will probably make ar- 
rangements to produce its own gas. 


Gas Hearing Ends in Legal 
Dispute 


the Public 


Utility Commission in the case of the 


The hearing before 
Standard Gas Company of Atlantic 


Highlands, N. J., 


serves twenty municipalities in Mon- 


which concern 


mouth County with gas, resulted in : 


legal tilt when Joseph E. Stricker, 
the receiver for the company, re 
fused to be sworn as a witness 1 


the discussion of the new schecule 


of rates. Mr. Stricker held that he 


is an officer of the court and that, in 
this capacity, he was entirely within 
his rights in advancing the charge 
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$18,000,000 Gas Plant More 
Than Half Built 


A tenth of the year’s meager build 
ing permits issued in Chicago, IIL, 
have been for units of one plant. 
This is the Chicago By-Product Coke 
Company, which is putting $18,000,- 
000 of new steel and concrete build- 
ing on 250 acres west of Crawford 
Avenue, south of Thirty-fifth Street, 
exfending south to the drainage ca- 
nal and west across the south fork 
of the Chicago River. 

This plant with its rows of build- 
ings under construction, huge coal 
storage sheds and twelve miles of 
switch tracks is, next to the Union 
Station and related freight terminals, 
the biggest building project in the 
Middle West. 

A Chicago man, John O’Hara, is 
the directing engineer in charge. 

The Peoples Gas Light & Coke 
Company, operating at old rates on 
war-time costs, and until recently un- 
able to show a profit, had the By- 
Product Coke Company organized 
and financed by the Koppers Com 
pany of Pittsburgh to erect the new 
plant. The subsidiary company will 
manufacture and sell gas to the Peo 
ples Company and employ all profits 
to redeem the capital stock so that 
at the end of a period of years the 
plant will be the property of the Peo 
ples Company. 

Work on the plant was started last 
spring and has since employed 
around 1,500 building trades men. 
It is half done. 

The output will be 32,000,000 cu. 
ft. of gas per day, or about one- 
fourth the amount used in Chicago. 
When the plant is running older 
units will be temporarily closed for 
overhauling and perhaps rebuilding 
to be equally economical. With the 
growth of the parent companys in- 
dustrial sales and the natural growth 
of the city all the plants will he 
needed. 

The main generator building of 
the water gas plant, with a capacity 
of 20,000,000 cu. ft. a day, will be 
There is an exhauster 
50x58 ft., boiler house and a 
number of other related buildings. 


225x88 ft 


he use, 


In the coal gas plant two batteries 
of fifty ovens each are being put up, 
each 172x60 ft. 

Buildings are being 
store 240,000 tons of coal 
days’ supply—and 35,000 
coke. 

Huge gas reservoirs are 
way. 


erected to 
about 120 
tons of 


under 


The coal gas plant will produce 
12,000,000 cu. ft. of gas and 1,500 
tons of coke per day. Marketable 
by-products will include benzol, to- 
luol, xylol, an assortment of naph- 
thas, creosote oils, wood preserva- 
tives, etc. 

The coke produced in this plant 
will be used in the water gas plant, 
where it will be heated to an incan- 
descent state and live steam passed 
through it. The steam, after being 
carbureted with fumes from oil, will 
be gas. The water and the coal gas 
are to be mixed in the mains. 

Using the coke residue from the 
coal gas plant to make water gas is 
only one of the many economies of 
the new plant. A new system of 
steam boilers is being installed which 
will use the steam twice and cut the 
steam coal bill exactly in half. 

The water gas plant will be com- 
pleted in the early spring; the coal 
gas plant late next summer. 


Gas Company Reports Deficit 

The November report of the Lin 
coln (Neb.) Gas Company shows 
that the company’s receipts failed by 
$404.90 to equal the cost of opera 
tion and maintenance. The operat- 
ing expenses were 100.90 per cent of 
the gross earnings. 

This is the report for November, 
the last month of the three months’ 
trial period under the rate of $1.50 
per thousand cubic feet of gas sold. 

The company shows that it cost 
$1.5325 to produce one thousand 
cubic feet of gas, while it was being 


sold for $1.50. Of this amount, 
$1.4005 was for operation and 
$0.1320 for maintenance. Sale for 


the month totaled 29,828,900 cu. ft. 
of gas. The gross earnings were 
$45,307.65 and the operation and 
maintenance costs were $45,712.64. 


Commission Grants Appeal of 
Company 

The appeal of North Texas Gas 
Company, Austin, Texas, from an 
ordinance of the city of Denison 
proposing to lower the charge for 
gas furnished there by the distrib 
uting company has been granted by 
the Texas Railroad Commission, and 
for hearing before the 
commission on Jan. 14. This is the 
first case in which the commission 
has exercised authority of this na- 
ture which was given to it by an act 
of the Legislature. City authorities 
were restrained from enforcing the 
ordinance pending settlement of the 
case. 


the case set 


Large Purifier Installation 

The Peoples Gas Light & Coke 
Company of Chicago have con- 
tracted for four steel purifiers forty 
feet in diameter by twelve feet high. 
The boxes will be connected by a 
valve system that will permit the 
boxes to be operated in series with 
any one first, following with the 
other boxes in regular order. 

They also devised a clever ar- 
rangement of valves and fittings to 
put most of the piping where it 
would give the least expense from 
freezing up. 

The construction work and erec- 
tion is being done by the Western 
Gas Construction Company. 


Sells Natural Gas Franchise 
The board of superaisors, of Tu- 
The board of supervisors, of Tu- 

Gianinni, formerly of Tulare but 

now a broker in Fresno, the F. A. 

Cleveland natural gas franchise per- 

mitting the construction through 

Tulare County (outside of incorpo 

rated cities) of a natural gas line 

from the Corcoran aad Tulare Lake 
gas fields. Mr. Gianinni bid $100, 
his bid being the only one received. 

Mr. Gianinni is one of a syndicate 

promoting the gas fields with a view 
to supplying southern San Joaquin 
Valley cities with natural gas of 
which there is said to be an unlimited 
supply around Tulare Lake. The 
syndicate proposes to pipe the gas to 
all cities from Fresno south as rap- 
idly as the development program can 
be carried forward. 





East Ohio Company Offers 
City Sliding Scale for Gas 
The East Ohio Gas Company, 

Cleveland, Ohio, has offered to re- 

new its franchise with the city, 

which expires next February, with 

a sliding rate ranging from 55 cents 

per 1,000 cu. ft. up to $1.05, with a 

5-cent discount for ten-day payment 

of bills, based on not more than a 

two-year franchise. The present 

rate is 35 cents per 1,000 ft. With 
the discount the new rate ranges 
from 50 cents to $1. 

The 


company 


new the 
minimum 
price of 55 cents for the first 5,000 
ft., 60 cents for the second 5,000 ft., 
65 cents for the next 10,000 ft., and 
$1.05 for all over 20,000 ft. 

City council public utilities com- 
mittee regards the new proposal un- 
satisfactory. 


rates proposed by 


I 


provide TO! a 
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Company Testing New Gas 
amps 

There is considerable interest at- 
tached to the test being made in 
Wilkes-Barre, Pa., on the part of 
Carroll Lighting Company, in the in- 
stalling of the new Momand gas 
lamp, which can be lighted and ex- 
tinguished at the city’s gas plant by 
simply turning on and off an addi 
tional pressure of gas, doing away 
with the employment of men known 
as lamp lighters, and bringing about 
a saving of hundreds of dollars. The 
interest not only centers here, but in 
other cities as well, and when these 
lamps are installed all over the city 
it is expected that there will be a big 
demand for them in various cities of 
the country, for it is almost assured 
that they will work successfully, 
judging from the recent test made 
in the presence of city officials, 
newspaper men and Manager Wake 
man, the latter expressing himself as 
being well pleased with the inven- 
tion. 

Wilkes-Barre will bear the proud 
distinction of being the only munici- 
pality where such a light is in use, 
and also the honor of claiming the 
inventor as a Wilkes-Barre resident, 
for the man who conceived this idea 
is R. Momand, who is connected with 
the Carroll Company in an official 
capacity. The lamps were first test 
ed in the city of Boston when an 
effort was made by a large gas cor 
poration to gain control of the pat- 
ent, when a long series of court pro 
ceedings followed with the inventor 
winning his case and retaining his 
patent rights. Now that the case has 
been finally settled the lamp comes 
to Wilkes-Barre and from all ap- 
pearances a bright future is in store 
for Mr. Momand and those connect 
ed with the project. 


as stated, are lighted 


~ 


These lamps, 
and extinguished by increasing the 


the mains 


pressure on at the gas 
works They are set to ren un in 
operative at the maximum. stree 
pressure by weighting the actuator 
located in med itelv below he { 

mantle and burner, to rest at this 
pressure in position to rise and light 


or extinguish the lamp when the op 
is Tur ed ) This 


erative pressure 


pressure, preferably five inches above 
the maximun ! stree pressure, is 
called the peak pressure The in 
operative pressure may be fixed at 
two to three inches below the max 


imum street 
at any point above. It is not consid 
ered desirable, however. to set the 


resting point of the actuator above 


pressure, 


if desired. fare 


the maximum street pressure, as 1 
would necessarily add just that much 
more to the increase 
operate the lamps. 

When the peak pressure reaches 
the lamps the actuator rises and trips 
the overbalancing vale-block in the 
base of the burner reversing the 
valves and turning on the light and 
cutting off the pilot or vice versa, as 
the case may be. The pilot main 
tains a small blue flame unobservable 
and reliable, during the day, on a 
gas consumption of about two cubic 
feet per hour, or 75 ft. per month 
This consumption is more than off 
set, however, by the saving of gas 
effected through lighting and extin 
guishing the lamps at the regular 
schedule time. 


necessary to 


10,000,00-Ft. Well Brought In 

A gas well that is expected to go 
10,000,000 ft. was brought in three 
miles south of Muskogee, Okla., by 
the Invader Oil Company of Musko 
gee. It is said to be one of the 
largest gassers ever in the Muskogee 
district. The sand was struck at 820 
ft. and only five feet was drilled in 


when the gas began flowing. The 
discovery has revived interest in 
acreage in the Jolly-Patton pool, 


which has had several oil and gas 
wells in the last six months. 


Gasoline Production Shows an 
Increase 

All gasoline output records were 
broken during September, the Bu 
reau of Mines announces. Refineries 
produced a daily average of 15,000,- 
000 gal., making the output total for 
the first nine months of 1920 three 
and a half million gallons as com 
pared with 2,900,000,000 gal. during 
the same period in 1919. 

Consumption and exports contin 


ued high, however, the bureau said. 
so that while storage tanks on Sept 
30 held 298,000,000 gal. the amount 
on hand then was actually less than 
that on hand Aug. 30 

Oil Refinery Equipment 

The Great Southern’ Refining 
Co of Lexington, Ky., have 
it t\ ¢ ice othe oO let of 
r ks bul for them by the 
Western Gas Construction Company 

This makes a third order for tanks 
placed during the year with the 
\Vestern people, and is in addition 
to contracts covering stills, agitators, 


ag 
- 
I 


condenser pans, and other refinery 


equipment. 





New Gas Bench Will Increase 
Capacity of Beardstown 
Plant 


Several months ago the Central 


Illinois Public Service Company 
placed an order for additional equip: 
ment to take care of the needs oft 


Beardstown, IIl., but on account of 
freight delays the machinery has 
just arrived on the ground. 

' The present plant has a capacity 
of approximately 100,000 cu. ft. of 
gas each twenty-four hours, but dur 
ing the summer weather this proved 
inadequate to the demands of the 
town. The new gas bench that will 
be installed by the company has a 
capacity of 80,000 cu. ft. each 
twenty-four hours. In addition to 
the materials for this new bench the 
materials for the overhauling of the 
two benches now in use have also ar- 
rived on the ground. 

As explained by N. B. Elliott, 
superintendent of the plant, it is ex- 
pected that the new gas bench will 
be installed in about sixty days. As 
the new bench is put in 
operation one of the old benches will 
be closed down and repaired. As 
soon as this repair work is completed 
the other bench will be shut down 
and repaired. When these two 
benches have been repaired the plant 
will have a capacity of 200,000 cu. 
ft. of gas each twenty-four hours, 
or just twice that of the present out- 
put of the company. It is expected 
that this addition to the gas house 
will give Beardstown first-class ser- 
vice for many years to come. 


soon as 


Tulsa Assured of Gas Supply 

The Oklahoma Natural Gas Com- 
pany has decreed that all of the gas 
pre duced on its great lease of over 
shall 
go to as long as there is need 
of the entire production there. This 
eans that Tulsa will have ample 


100.000 acres in Osage County 


Tulsa 


s for several vears to 


vd come from 
this one lease, which is producing a 
reat deal of gas. Heretofore the 
produ ti, he Osage lease } heen 
]) rated amon ou 1 ( ha 
l nes ( he ()] ma Na G 

Company and in conseé ( 1s 


Gas Rate Increase Suspended 


The State Public Utilities Com 
mission of Illinois |] uspended 
until April 19 1921, the prop sed 
increase In gas rates in Paris, Ill., of 
the Central Illinois Public Service 


Company. 














22 AMERICAN GAS ENGINEERING JOURNAL 





January 1, 1921 





Byllesby & Co. Issue Service 
Bulletin 


HT. M. Byllesby & Co. are dis 

mM \ bool let describing 
he rye nd services of the or- 
which is described as 


daily necessities of peo: 


4 7 ° 7 
le, cities, Tarms and industries 


It is pointed out that as invest 


ent bankers Bvllesby c Lo. are 
responsible for the distribution of 
securities amounting approximate 
lv to S83823.600.000. of which S63. 
900,000 has been retired, leaving 


outstanding $259,700.000 par value 
owned by investors 
the United States. 

In its engineering and manage- 
ment capacities the organization 
has installed 230,000 h.p. steam- 
electric capacity and 105,000 h.p 
hydroelectric capacity, and exer- 
cises management functions over 
electric and gas companies serving 
500 cities and towns with 2,200,000 
population in sixteen States. 

The Byllesby companies now 
have approximately 20,000 home 
shareholders interested in their 
welfare. Forty-seven per cent of 
the total electrical output, now 
amounting to nearly 800,000,000 
kw.-hr. annually, is produced by 
water-power. 

Several chapters in the booklet 
are devoted to the Shaffer Oil & 
Refining Company, Oriental Navi- 
gation Company and the retail 
mail-order house of Leonard, Mor- 
ton & Co. 

Earnings figures of the Byllesby 
utilities show that the present 
business is two and one-half times 
the business transacted ten years 
ago. Gross earnings of companies 
the securities of which are spon- 
sored by H. M. Byllesby & Ce. now 
exceed $50,000,000 annually. 


throughout 


Breakdown in Atlanta Gas 


Service Predicted} 


H. M. Atkinson, chairman of the 
board of directors of the Georgia 
Railway & Power Company, upon 
his return from a four months’ stay 
in Canada, wave out the following 
statement in which he predicts the 
Breakdown of gas service in At- 
lanta, Ga., unless relief is afforded 
and in which he terms the street 
railway situation “impossible”: 

“T have just returned to Atlanta 
after an absence of four months. 
It seems to me that the people of 


Atlanta cannot realize the situa- 
1 


tion confronting the gas company 


1 


and other departments of the 
Georgia Railway & Power Com 
pany and how injurious the pres- 
ent condition is to the true interest 
of the public 

“For each dollar received from 
its customers, the gas company 1s 
paying out $1.18, mainly for coal, 
oil and labor, losing 18 cents on 
every dollar taken in, to which 
must be added interest on debt and 
return for the use of the gas plant. 
So there is a large actual loss on 
every thousand cubic feet of gas 
delivered to customers, and the to 
tal investment in the gas plant ts a 
dead loss to its owners in addition. 

“Let each customer apply such 
conditions to his own business and 
figure out how long he could last 

“The gas improvements now un- 
der construction (ordered by the 
Railroad Commission) will cost 
about $400,000. Who will lend this 
money to a losing business? Could 
any customer of the gas company 
improve his business or its service 
if he is already paying out $1.18 to 
take in a dollar? 

“For three years we _ have 
wearied ourselves telling the pub- 
lic what would happen. The sur 
prising thing is that the service is 
not already broken down. If the 
present situation continues the 
time will come when there will not 
be any gas service at all. 

“What right have people to com 
plain of the gas service when they 
are not paying enough even to 
cover the cost of the materials and 
labor consumed in making it? 

“Do the people really think that 
they can long continue to get for 
$1 gas that costs $1.18 for the coal, 
oil and labor consumed in making 
it, and also get free use of the gas 
plant? 

“Do the people really believe 
that they can permanently ride 
from Atlanta to College Park, De- 
catur, Stone Mountain, Marietta, 
etc., for from one-third to one-half 
of the actual cost of hauling them? 

“Do the people imagine that 
water power can be developed 
when those now operating are not 
permitted to earn a fair return on 
the cash invested in them, or even 
as much as the rate paid on Gov- 
ernment bonds? 

“The company is struggling and 
doing its best to furnish service at 
less than cost to the people, but 
this impossible situation has al 


I 
expansion of the enterprise and 1s 
impairing the service of all depart 
ments. 
coun 


Ve have for years been plan- 


ready stopped any possibility of 


ning a new gas plant, at a cost of 
millions of dollars. All possibility 
of its ever being built is killed un 
der present conditions No one 
will lend capital to a losing busi 
ness, yet Atlanta will suffer for it 

“We have a program of continu- 
ous water development, the result 
of years of study. There is not the 
slightest possibility of developing a 
single additional horsepower under 
existing conditions No one will 
lend money to a losing business 

‘Atlanta is rapidly traveling the 
road that leads to broken down 
gas, street railroad and electric 
service, because of the prevailing 
idea that the present 50-cent dollar 
will pay for as much service as the 
pre-war dollar. A 10-cent street 
car fare to-day or $2 per thousand 
cubic feet for gas, won’t furnish as 
much service as a 5-cent street car 
for or a dollar for gas before the 
war.” 


“Worst Is Over for Utilities” — 
Mitchell 


Discussing the public utility 
companies whose financial inter- 
ests center about Chicago, John J. 
Mitchell, chairman of the Illinois 
Trust & Savings Bank, said that 
the peak of operating costs has as- 
suredly been passed, that the price 
of coal used by electric light and 
power companies has declined $3 
to $4 a ton in the last month and 
that labor costs are likely to recede 

“T think the utility companies 
have seen their worst days in the 
matter of high operating costs,” he 
stated. Mr. Mitchell mentioned 
Commonwealth Edison, Peoples 
Gas, Public Service of Northern 
Illinois and the Middle West Util- 
ities Companies as concerns whose 
outlook has brightened. He is a 
director of the first two companies. 
He added: 

“Utility companies, which deal 
in service, carry small inventories 
of materials on hand. Their situ 
ation is thus more favorable than 
that of industrial companies which 
face large write offs on inventories 
Jan. 1. They do a cash business, 
or virtually so, and do not have 
outstanding a large amount of bills 
receivable on which losses might 
be incurred.” 
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Coal Report Shows Record 
Production in December 
For the second time in two weeks 
production of soft coal has set a new 
The total 
output during the week of Dec. 11 is 


maximum for the year. 


estimated at 12,865,000 net tons, an 
increase of 35,000 tons over the re- 
vised figures for the preceding week, 
which up to that time had been the 
record. In fact, the output during 
the week of the eleventh has been 
exceeded but three times in the his 
tory of the country, namely, in the 
weeks of July 13, and Sept. 28, 1918, 
and Oct. 25, 1919. 

The week of Dec. 11 was the 
tenth in a period of sustained heavy 
production which has been equalled 
but once before, and that in the sum 
mer of 1918, when the zone svstem. 
car pools and other war-time meas- 
ures designed to stimulate production 
were in force. The present rate is 
far above that in the corresponding 
period in any of the three years pre 
ceding. It is the more remarkable 
because, effective Nov. 29, the last 
measure of priority in the use of 
open-top cars was withdrawn. 

Production of anthracite during 
the week ending Dec. 11 declined 
somewhat below the maximum for 
the year attained during the preced 
ing week. Estimates based on‘daily 
loadings, furnished by the American 
Railroad Association, which num- 
bered 36,610 cars, place the total 
output at 1,915,000 net tons, a de- 
crease when compared with the pre 
ceding week of 136,000 tons. Com- 
parison with the corresponding week 
in 1919 indic: 


ates ot 205. 
OOU 


a decrease 
tons 

Production during the first 292 
working days of the last four vears 


has been as follows (in net tons): 


1917 525.365 000 
1918 . . 556.343.0000 
1919 131.091.000 


1920 525.403.000 


In point of bituminous production 


the year 1920 iS 1 ipidly gaining upon 
its predecessors. It is within thirty 
one million tons of 1918, but this 
do Ss not mean a great de l, because 
that year production exceeded con 


sumption and provided for a net ad 
f more 


does 


dition to consumers’ stocks of 
than 30,000,000 tons Neithe1 
it signify much that 1920 is far ahead 
of 1919, for in 1919 production fell 


short of consumption, and consumer: 
used up the extra stock they had 
acquired in 1918. It is particularly 
significant to note that 1920 has now 
passed 1917, a year when require 
ments were large and production 
about equalled consumption. 

Steady progress in eliminating 
losses due to labor continues. The 
average loss of mine operating time 
on account of labor shortage and 
strikes combined was 5.1 per cent as 
against 5.9, the week before, and 6.9 
in the last week of October. Lossés 
due to absenteeism or shortage of 
labor so severe as to compel the mine 
to close down’ for a time continued 
to be received from every district, 
but strikes on a significant scale 
were confined to Alabama and the 
Kenova-Thacker field. One hundred 
and fifty mines reporting from Ala- 
bama produced 302,871 tons during 
the week of Dec. 4, an increase over 
the preceding week. Losses attrib- 
uted to labor declined from 17.8 to 
15.4 per cent of capacity. In the 
Kenova-Thacker, or Williamson 
field, reports were received from 78 
mines producing 96,508 tons, an in- 
crease of 12,567 tons. The loss as- 
cribed to labor was 30.5 per cent as 
against 35.9 per cent the week be- 
fore. 

The mines continued to ask for 
cars sufficient to load 16,500,000 tons 
of raw coal per week, but with the 
cars furnished they are actually load 
ing for shipment by rail (excluding 
coke) only about 11,650,000 tons. To 
furnish that amount of transporta 
tion is very creditable to the rail 
roads but measured against the pres 
ent ove! developed capacity of the 
mines, the car supply is still below 
what is necessary to give them full 
The present demand 
sufficiently 


running time 
appears near the satura 
that were it by some 
miracle possible ta. supply for a time 
ill the cars requested, the market 
vould soon break. 


t10n point so 


4 1 1 


\n s of the mine reports re 
eals a general improvement in cat 
upply, as compared with recent full 

e ( d i erv I! irked 8 

provement over the eek of Nov. 20 
d 1 hich the orde e1 into 
rect ¢ ri ng l hopne bo 

( s ( ] he Cc l 1 \ | | ¢ 
final lifting of the order effective 
Nov. 29) appears to have had no ad 
verse effect on car su ply In com 
parison with the week of Oct. 30 
for instance, the only districts to 
show a more acute car shortage were 
northern Ohio, southern West Vir 
ginia, both high and low volatile. 


and the Cumberland-Piedmont field 
Over many districts the car 
ply during the week of Dec 


sup 
t was 
exceptionally favorable. In the en 


tire region west of the Mississippi 


and in Alabama, Virginia and the 
Pittsburgh-Panhandle_ district, the 
transportation loss averaged less 
than 10 per cent. In Illinois, Indi 


southern Ohio, \Vestmoreland 
and central Pennyslvania it ranged 
j per cent. 


ana, 


from 10 to 15 
where car shortage persisted were 
northern Ohio, the Cumberland 
Piedmont field, and the States of 
West Virginia and Kentucky. In 
eastern Kentucky and southern West 
Virginia the transportation disability 
was acute. 


Regions 


State Board Makes Gas 


Regulations 


After investigations covering 
nearly six months the Montant Pub- 
lic Service Commission has issued 
new regulations prescribing stand- 
ards for gas service, testing gas me- 
ters and regulating service of every 
concern in Montana furnishing gas 
to the public for heat light or other 
purposes. These standards were 
taken from those adopted by the 
Federal Bureau of Standards and 
changed only in so far as necessary 
for compliance with conditions in 
this State. They became effective 
on Dec. 15. 

The new rules prescribe that utili- 
ties shall adopt a method whereby all 
consumers may learn to read gas me- 
ters either by printing the method on 
the bills or by a special card with 
The utilities 

laboratory meter 
equipment. All meters must be ad 
justed to within 1 per cent of 
; installed. No 
installed at a point 
where climatic conditions may cause 


must also 


diagrams 
supply testing 
being 
perfect before being 
meter may be 
During each 
after these rules are effective, 


a change in operation 


vear 
until al meters in service are tested 


each utility must remove 


pe ent, beginning with those in 
stalled for the longer period. Con 
umers may also have meters tested 
p itten i uest heir 
gyreemen O pav fe he se e if 
the meter has not beer stalled fe 
six months 

(sas furnished by utilities to con- 
sumers within one mile of the plant 


must contain at least 475 B.t.u. Gas 
cannot 1a trace of 
hydrogen sulphide sulphur and am 
monia. 


contain more than 
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Wakefield Votes $25,000 for 
Plant 


Lig 


ht 


tee reported 


of selling the 


Gas Statistics 
The sales of artificial gas in the 
United States in 1918 amounted to 
390.520.898.000 cu. ft.. an 
1917 14 per « 
to an advance report 
States Geological Survey. 


increase 
~ent, according 
by the United 

The value 
of this gas is estimated at $226,485,- 
140. 

Detailed figures are also an- 
nounced on the consumption of nat- 
ural in 1918 showing 721,000,- 
959,000 cu. ft. produced having a 
value of $153,553,560, or an average 
price of 21.29 cents per thousand 
cubic feet. While the detailed fig- 
ures for 1919 are not yet available, 
the production is estimated to have 
dropped to 638.600.000.060 cu. tt... 
valued at $159,650 000 


over of 


gas 


New Gas Building Nearing 
Completion 

Exterior work on the new home on 
West Main Street, Meriden. Conn., 
of the Meriden Gas Light Company 
has been completed by the L. A. 
Miller Company, builders, and the 
elaborate interior will be ready in a 
few weeks for occupancy by the gas 
and also the Meriden Electric Light 
Company. The structure is notable 
for its substantial construction and 
the two-story granite front makes a 
most imposing appearance. It will 
contain probably the finest offices and 
in the city. 


salesré MOTILS 


Mutual Gas Reduces Dividend 

The Mutual Lichting 
pany has declared a semi-annual div 
idend of 3 per cent, pay ible Jan. 10 
to stockholders of Dec. 29 
Since 1913 the company has paid an 
nual dividends of 9 per cent. Total 
payments this year, including the 
present declaration, amount to 8 per 
cent. The Consolidated Com 
pany of New York controls the Mu 
tual Gas through ownership of 55.32 
per cent of the $3,407,700 of stock 
outs‘anding 


(jas Com 


record 


(7as 


City Holds to 79-Cent Raise 


Detroit ( Mich.) 
pany, subsidiary of 
& Tract pany, 
fered flat ate rf 79 
cu. ft. for gas | 
cu. % iding 
od 


tS 11e aggregatl 2 DI » 


City Gas Com 
American Light 
has bet f 


cent 


ion Con 


‘il. prov 
50.000 
000 to $75,000,000 


does not represent incre 


This 
for the small 
50,000 cu. ft. a month. For those 
using from 50.000 to 100.000. 1t 
means a 10-cent increase, from 100, 
000 to 200,000, a 20-cent increase, 
and for those using over that amount 
a 30-cent increase over present level 

Inasmuch provisions of the 
council call for outlay of such a large 
sum of money, it is not certain the 
offer will be accepted. 


consumers using up to 


as 





Personal Notes 








GEORGE E. LONG, senior vice pres- 
ident and member of the board of 
directors of the Joseph Dixon Cru- 
cible Company, Jersey City, N. J., 
has retired as vice-president of that 
company. 

Mr. seventy 
years old, has been with the Dixon 


Long, who is now 


Company for forty-three years and 
was greatly interested in the adver- 
tising activities of the company. He 
has gone to the Pacific Coast for 1 
vacation. 


RAYMOND S. 
Me.., 


Oil & Gas Company by Judge Hale 


Oakes of Portland, 
was named receiver of the Mesa 


in the district court, incident to pe 
tition of Chipman F. Babcock of 
Boston, and Charles M.,. Ludden of 
Waltham, both claiming the company 


is much indebted to them. 


W. C. ATHERTON, purchasing 
agent for the Pere Marquette Rail 
way, announces the appointment of 


Frank F 


chasing 


. Osterman as assistant pur 
agent, succeeding C. R. 
Couchman, who resigned to accept 
the position of purchasing agent for 
the Detroit City Gas Company. 

Mr. Osterman comes to the Pere 
Marquette from the Chicago Great 
Western Railway, where he served 
under Purchasing Agent B. 
for years. 


Briard 


M 


\BBO 
W eit 


ERLE FE. sales manager, 


as departn ent 


: president 
Indiana 

recently 
the 


ect ot reiations Wit 


Northern 


Company, 


(jas 


W 
j 


‘lectric ad 
dressed the employees of 
pany on the sub) f 
the public and the fundamer 


derlying utility regulation. 


com 
1 
h 
itals un- 


H. C 


with the Empire State Gas & Elec 


DIEFFENBAUGH, who 


was 


tric Association for a number of 
years, returns to the organization on 
Monday, Jan. 3, as assistant to the 
secretary. The industry will wel- 


come Mr. Dieffenbaugh. 


Gas & Etec 


TrRIic ASSOCIATION will hold an exec 


Tue EMPIRE STATI 


utive committee meeting at the asso- 
ciation’s headquarters, Grand Cen- 
tral Terminal, next Monday, Jan. 17, 
at which time numerous important 
matters will be taken up. 

GAS ELECTRIC 


THe BEVERLY & 


Company, Beverly Mass., has peti- 


tioned the Department of Public 
Utilities for permission to increase 
its stock from $687.500 to $825,000 
through the issue of 1,375 additional 
shares of common, $100 par, at $125, 
to pay j additions 


for and 
ments. 


improve 


SimMs-SI Or & Gas C 
Mass.. ind 


$150,000: 


AW IMPANY, 


Greenfield, Gridley, 


Kewis R. Sims, 
\. Park Shaw, Pittsfield, 


Stoddard 


Kan 
Greenfield ; 
and 
field. 


Lawrence | Green- 


NEW 
cerville, Ohio; 
ta ee Sess... €. 
Wetherill, L. W. 
Wolfe. 


THI “OMPANY, 
M 
Wetherill, , 
Wolfe and E. 


GAS (¢ Spen 
Hess, 
G. 


B. 


$9,000; I 


Com- 
PANY, Philadelphia, Pa., quarterly of 
134 per cent on preferred, payable 


March 15. 


UnitTep GAs IMPROVEMENT 





